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WANTS INFORMATION 
ON PENSION SYSTEMS 


by 


© cor. Mansfield Asking Companies for 
' Particulars—May Compel Reserves 
: Carried Against Account 


i COMMISSIONERS GATHER DATA 


"This Action the Result of Resolution 
Passed at Recent Insurance Com- 
missioners’ Convention 


Commissioner Mansfield of Connec- 
‘ticut is sending out to the companies 
‘inquiries concerning what if any pen- 
"sion systems they have for the retire- 
ment of old and superannuated em- 
/ployes. At the meeting in Chicago in 
"April, the National Convention of In- 
'gurance Commissioners adopted a reso- 
‘tution calling for this information with 
"the idea that it might be desirable to 
‘compel the companies to carry reserves 
‘against any such agreements with the 
‘employes. 

' Commissioner Mansfield’s letter to 
the companies says: 

» “Will you kindly furnish the follow- 
‘ing information concerning the subject 
»matter set forth in this resolution to 
‘the chairman of the undersigned spe- 
tial committee appointed pursuant to 
sthe resolution. It will be greatly ap- 
P preciated if your reply could be sent 
by August 10. 

Full information Wanted 

“1. Is it your custom to pay pensions 
Sor annuities to any of your present or 
former employes, or their dependents? 
hif so, please state particulars in full. 

» “Are such payments promised prior 
fo the time when the pensions are to 

egin? If so, please explain fully the 
Mature of the agreement, stating wheth- 
@r your pension system is controlled 
by the company, by the employes, or 
by both jointly. 

“If any such promise, agreement, or 
Custom exists, please state: 

_ “3. What contributions are made to 
the fund (a), by the company? (b) by 
ihe employes? 

“4. Under what conditions do annuity 
Payments begin? 

“5. Do you include in your annual 

atement the income of your pension 

nd, the payments made from it, the 

ance on hand at the end of the year, 
and the liabilities for the future pay- 
lent of liabilities? If so, please state 
actly where such items appear in the 
latement. 

“6. How is the balance to the credit 

the fund invested? 

“7. Are such investments segregated 

belonging specifically to the fund? 

(Continued on page 7.) 
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THE HOME 


INSURAN COMPANY 


DAY 0) 30 


ELBRIDGE G. SNOW, President 


THE HOME’S steady and surpassing growth has 
resulted from the deliberate preference of careful 
insurers and of those who select indemnity for 
them; agents and brokers 




















North British 
and Mercantile 
Entered United States | nsurance Co. 


1866 


Established 1809 





Policyholders protected by nearly $9,000,000 United 
States assets, with further guarantee in every policy, 
of protection by entire fire assets of the com- 
pany which are many times larger. 











Great Southern Life Insurance Company 


HOUSTON, TEXAS. 


me RICE, Largest 
Chairman of the DEN Oh a mer 
Board. con 3 cme EX ARKANA® Of 
5. T. SCOTT, Texas GREAT MASOUTHERN Insurance 


Treasurer. In 
Force 


Of Any 
Company 
In The 
South 


SAM ANTDAIDe 
eOEL RIO 


COMPANY. 





WRITING THE LARGEST AMOUNT OF INSURANCE IN 
TEXAS OF ANY COMPANY OPERATING IN THE STATE. 


For Agency Contracts Address 0. S. CARLTON, President 
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RATES ON CLUB HOUSE 
RISKS MUCH TOO LOW 


Tabulated Record of Country Club 
Losses for Five Years Shows High 
Annual Cost 


AVERAGE RATE SHOULD BE $3.20 


Classified Record of Losses Since Jan. 
1, 1911 as Basis of Rate—Valua- 
tion of Property 


A number of insurance men, most of 
them golfers, were sitting at luncheon 
the other day, when one of them re- 
marked that it was almost time for 
another big country club to burn. The 
talk went on to recount the club house 
losses of the past few years and what 
rates the class should pay. On this lat- 
ter point there was considerable dif- 
ference of opinion, but the majority 
seemed to believe that the rate should 
run from 1.25 to 1.75 per annum 

The Eastern Underwriter felt that 
it would be of interest to know 
whether the facts bear out this judg 
ment, and made up a list of the club 
house fires reported in the Journal of 
Commerce from January 1, 1911 to July 
1, 1915, and is indebted to one of the 
companies for the division into classes 
It was found impossible to determine 
in all cases which were city—or yacht 

and which country—clubs, but where 
known they are designated as yacht or 
as country clubs and where not known 
they are placed in the third group. It 
may well be that some of the fires in 
this last group belong in the country 
club class and while the amount of 
losses reported in some cases may be 
excessive yet without doubt many fires 
were not reported at all—indeed the 
three losses designated by a star did 
not appear in the printed list of fires 
Therefore it may fairly be assumed 
that the losses shown by this list are 
not in excess of the true figures 

Arriving at the Rate 

Information as to the value of club 
houses in the United States is difficult 
to obtain—in fact no basis could be 
found for estimating the value of the 
city, athletic or yacht clubs Almost 
all country clubs, however, are also 
golf clubs and this gives something 
tangible to work on. There are two 
large associations in the United States 
and one or the other numbers among 
its members practically all the clubs 
of importance where golf courses aré 
maintained, namely, the United States 
Golf Association and the Western Golf 
Association Each has a membership 
of about 400 clubs. 

Authorities differ widely in their es- 
timates of the number of clubs that 
are not members of either association. 
Mr. Turner, Editor of the “Golf Maga- 
zine” estimates that the total number 
of clubs in the United States is 1,200 
and that their property is worth $20,- 
000,000 Mr. Travis, Editor of the 
“American Golfer,” believes there are 
about 1,600 clubs in all, while Mr. 
Behr, Editor of “Golf Illustrated,” 

(Continued on page 13.) 
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WRITING MONTHLY INCOME 


CONSIDER THE PROSPECT’S NEED 
Some Important Features as Applied 
to the Great Middle Class of 
Insurers 
Many life insurance men believe 
that the monthly income policy is des- 
tined to have a greater development 
in the future than it was ever thought 
possible, and that for the middle class 
of insurers, who were at first not thought 
favorable prospects for this business, 
this will be one of the most popular 
policies. In an interesting discussion 
of this phase of the subject, O. H. 
Suepard, of the Penn Mutual Life says: 
“We who are engaged in the busi- 
ness of selling life insurance must, if 
we would make a success of it, keep 
in mind at least two fundamentals: 
first, the actual need of our prospect 
from the insurance standpoint; and, 
secondly, how we can best serve him— 
what policy we can offer which means 
the maximum of service to him and 
his beneficiaries. It is harder for a 
man to accumulate than to distribute, 
and it is our real problem to get him 
to begin the accumulating process now 
and let us, through the medium of our 
policies, make arrangements for both 
the accumulation and the distribution. 
“The great life insurance companies 
have been quick to realize the needs 
of every class of producers (I say ‘pro- 
ducers’ because it is in reality the 
product of human effort—the produc- 
ing power of the individual—that we 
insure when we write a policy of life 
insurance, and not the life itself), and 
we endeavor, so far as in us lies the 
power, to get the individual to antici- 
pate his earning capacity—his_ real 
value to those dependent upon him— 
and to insure his life for an amount 
approximating his producing worth, or 

as nearly as may be possible. 
The Middle Class Field 
“I want to consider now but one 
form of insurance, namely, the month- 
ly income policy, and only those in- 
surers who belong to what we com- 
monly term the ‘middle class’—in no 
way belittling the man who can afford 
only a thousand or two, for he is in 
the great majority. 
“The possibilities of this form of in- 
surance are almost limitless as regards 
its value to both the insured and the 





beneficiary. If the former have a sel- 
fish streak, the reserve on a good- 
sized policy can be converted into a 


life annuity in his declining years. For 
the latter, this policy means immunity 
from menial labor if a_ sufficient 
amount be purchased, or it will aid 
materially in educating the child. Most 
men have pride, and if they have child- 
ren they want to see them educated, 
and certainly no man wants his wife 
to be obliged through adversity to take 
in washing. The general tendency, 
however, is to buy insufficient amounts 
of life insurance, and many a man who 
ought to carry from ten to fifty thous- 


PRUDENTIAL LOWERS TAX RATE 





Newark (N. J.) Profits by Increase in 
Taxable Surplus from $9,000,000 
to $20,000,000 
The increase in the taxable surplus 
ot the Prudential this year will make 
possible a decrease of at least five 
points in the tax rate of Newark, N. J., 
according to the figures which have 
just been filed with the city tax com- 
missioners. This net taxable surplus 

amounts to $11,000,000. 

The statement shows a taxable bal- 
ance of $20,142,400, against $8,959,400 
last year. There is a decrease of $4,- 
000,000 from $31,000,000 to $27,000,000 
in the amount of the reserve fund main- 
tained in accordance with law to guar- 
antee the payment of deferred divi- 
dends on policies of the participating 
class. 

The total assets of the Company are 
placed at $361,532,070, against $323,240,- 
544 in 1914. The debts and liabilities 
for 1915 are $323,931,724, against $296,- 
483,469 in 1914. Besides this the Com- 
pany is also allowed to deduct for $18,- 
000,000 assessed on real estate of the 
Company. 








and dollars of protection, and can af- 
ford to do so, will go his whole life 
long carrying a mere thousand or two 
and taking a long chance on accumu- 
lating otherwise; optimistic about his 
iuture, but, in reality, eating his cake 
while it is so hot it burns his fingers. 
but ask a man how small a monthly 
income his family can exist upon for, 
say, twenty years, and, be that amount 
vmall, he will quickly see the need of 
a good-sized policy, and he will take it 
uore readily upon this plan because 
it appeals to his reason. 

“In the case of the wealthy man who 
might not otherwise be made to see 
the need of life insurance, believing 
overmuch in his ability to accumulate, 
and in his own good judgment in se- 
lecting dividend-paying securities as 
an inheritance for his wife or children, 
a strong appeal can be made ‘because 
the returns on this policy are equally 
as good as on any other absolutely safe 
investment, and include annually a 
share in the company’s divisible sur- 
plus; and the fact that ‘no beneficiary 
has the power of assignment, aliena- 
tion or commutation of the _ instal- 
ments’ makes a permanent investment, 
the value of which can hardly be over- 
estimated. The operation of this plan 
puts a check upon rash expenditures 
of money by the beneficiaries, and 
makes possible in many cases a read- 
justment of living expenses, which 
have a tendency to creep upward, keep- 


ing them within a prescribed limit 
which is sufficient for actual needs; 
and hence is considered for many 


years an estate which might otherwise 
be quickly dissipated. Since service 
is the most essential point to bear in 
mind, the monthly income policy is the 
medium through which our strongest 
appeal can ‘be made.” 


a 





PURELY MUTUAL 


Northwestern 


Mortality 55.87%. 
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THE CHARTERED 1857 


Northwestern Mutual Life Insurance Co. 


MILWAUKEE, WISCONSIN 


GLO. C. MARKHAM, President 


INSURANCE IN FORCE, $1,365,299,749 


SATISFIED POLICYHOLDERS to the number of 11,613 (out of 43,54] 
applicants) applied for $54,587,290 of additional insurance in The 

uring 1914. 

NORTHWESTERN POLICIES are easiest to sel! and stay longest in force. 

Interest 4.97%. 

AGENTS PROTECTED by enforced No-Brokerage and Anti-Rebate Rules. 


Expense 10.53%. 





Income Insurance 
Corporation Insurance 
Partnership Insurance 











It Will Pay You to Investigate 
Before Selecting Your Company “Large Dividends ”’ 
Write to 
H. F. NORRIS anise 
Superintendent of A i Service Policy 
Milwaukee, Wisconsin 























Excellent Opportunities For Good Men 





1098 Drexel Building 


HIGH COMMISSIONS 
LOW RATES 
SALABLE POLICIES 


SCRANTON LIFE INSURANCE COMPANY 


HOMER V. TOULON, Manager 


PHILADELPHIA, PA. 








You Wish To Be Paid Well 


OW about those plans made 





liberal compensation 


Direct Agency 


for your efforts. Producers receive 


last January? Are they work- 


ing out? If not, perhaps we can 
under the help you. Drop us a line. We 
Contract may have something you are look- 





A top-notch renewal 


for men of character 
For particulars address 


66 BROADWAY 





OF THE MANHATTAN LIFE 


sured for years to come. 


Several pieces of excellent terri- 
tory, with exclusive rights, open 


THE MANHATTAN LIFE 
INSURANCE COMPANY 


ing for—if you are a producer. 


Pittsburgh Life and 
Trust Co. 


Home Office, Pittsburgh, Pa. 


W. C. BALDWIN, President 
HOWARD S. SUTPHEN, Director of Agencies 


and ability. 


NEW YORK 




















Phone Barclay 7876 








NET 
COST 











POLICY 


CONTRACT 


Plus 


ANNUAL PREMIUM 


Plus 


SURPLUS DISTRIBUTIONS 


Plus 


KNIGHT’S UNION CENTRAL SERVICE 
You Know About The First Three Factors 


FOR GREATER NEW YORK 
About The Other Important Factor “Service” 


Talk With CHARLES B. KNIGHT, General Manager 
THE UNION CENTRAL LIFE INSURANCE CO. 


“MILLION A MONTH AND BETTER” 


1056 WOOLWORTH BUILDING, NEW YORK CITY, N. Y. 
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-[IBERAL RETIREMENT PLAN 


MUTUAL BENEFIT LIFE’S SYSTEM 








Includes Generous Disability Payments 
According to Service and 
Maximum Death Benefits 





The Mutual Benefit Life, Newark, has 
put into effect a very complete system 
of retirements, disability and death 


benefits for its home office staff, which 
is among the most liberal plans offered 
by any corporation to its employes. 


This system provides for the retire- 
ment of men and women clerks at 
ages 65 and 60 respectively, when they 
will be entitled to receive in monthly 
instalments a sum equal to 2 per cent. 
of his or her average salary for the 
previous ten years multiplied by the 
years of employment, the maximum 
payment not to exceed to 2-3 of the 
average salary of $1,500. 

In case of disability allowances 
granted according to the period of 
service, an employe who has been in 
the service for one year receiving full 
salary for one month, 2-3 salary for one 
month, and 1-3 salary for two months. 
These benefits are increased each year 
of service until after the tenth year 
full salary is paid for the first three 
months’ disability, 2-3 salary for the 
next six months, and 1-3 thereafter for 
twelve months. If disability continues 
beyond this period monthly payments 
the same as under the retirement plan 
will be made. 

The death benefits are on an equally 
liberal scale. In event of death during 
first of service the death benefit is 
$500 and this amount is increased by 
$500 for each year of service up to the 
fourth year, when the maximum bene- 
fit of $2,000 is paid. The system in 
detail follows: 

Male clerks shall be retired from 
active service upon attaining the age 
of seventy years, or may voluntarily 
retire upon attaining the age of sixty- 
five years. Female clerks shall be re- 
tired from active service upon attain- 
ing the age of sixty-five years, or may 
voluntarily retire upon attaining the 
age of sixty years. After retirement a 
clerk shall receive yearly, in monthly 
instalments, a sum equal to two per 
cent. of his or her average salary for 
the ten years immediately prior there- 
to, multiplied by the number of com- 
pleted years of his or her service with 
the company; but in no case shall he 
or she receive yearly a larger sum than 
two-thirds of such average salary or 
fifteen hundred dollars, whichever may 
be the smaller. Retirement allowances 
will cease with the payment for the 
month in which death occurs. 

In case of disability arising from 
sickness or accident during active serv- 
ice, the following allowances shall be 
granted; but in no case will such al- 
lowances be continued beyond the pe- 
riod of disability as determined ‘by the 
company’s Medical Board. 


HEARING ON FORESTERS’ LICENSE 





Test to be Made in Wisconsin Revives 
Old Trouble Following Order’s 
Assessment 





iA hearing will be held August 18, by 
Insurance Commissioner Cleary, of 
Wisconsin, on the petition for the re- 
vocation of the license of the Inde- 
pendent Order of Foresters in Wis- 
consin. The petition was filed by 
former Mayor Groves, of Madison, who 
is a member of the order. The For- 
esters, several years ago, levied an 
assessment against certificate holders 
initiated prior to 1899 in order to make 
good a deficiency in reserves. This 
action was. criticised by the Wisconsin 
department which was examining the 
order in 1913. The society attempted 
to withdraw from the State, but Com- 
missioner Ekern refused to permit it 
to withdraw at that time. 

The application for a revocation of 
the license is intended to pave the way 
for testing in the Wisconsin courts the 
legality of the changes in rates and 
liens. 








Disabled 
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If disability occurs after the tenth 


year of service, full salary shal! be 
paid for the first three months, two- 
thirds thereof for the next six months, 
one-third thereof for the next twelve 
months, and thereafter a clerk shall 
receive yearly, in monthly instalments 
during disability, a sum equal to two 
per cent. of his or her average salary 
for the ten years immediately prior to 
the time of disablement, multiplied by 
the number of years of his or her serv- 
ice with the company; but in no case 
shall he or she receive yearly, after 
twenty-one months from the time of 
disablement, a larger sum than one- 
third of his or her salary at time of 
disablement. 


The company will pay, in event of 
the death of a clerk in the company’s 
service, the following sums: 

In event of death within the first 
year of service, five hundred dollars; 

In event of death within the second 
year of service, one thousand dollars; 


In event of death within the third 
year of service, fifteen hundred dol- 
lars; 

In event of death within the fourth 
or any subsequent year of service, two 
thousand dollars; 
provided that, in the judgment of the 
president, vice-presidents, secretary 
and treasurer, or a majority thereof, 
there be living at the death of a clerk 
others dependent upon his or her sal- 

(Continued on page 4.) 


GET $8,000,000 GROUP LINE 





TRAVELERS LANDS TRACTION CO. 





Brooklyn Rapid Transit’s 8,000 Em- 
ployes to Get $1,000 Each—Con- 
tract on Term Plan 





The Travelers Insurance Co. has 
closed the Brooklyn Rapid Transit Co. 
for a group insurance contract cover- 
ing all of that company’s employes, 


numbering 8,000, for $1,000 of insur- 
ance each. The insurance offered to 
all employes who have been in active 
service for two years or more and 
those eligible number upward of 8,000. 
The company will pay one-half the an- 
nual premium on insurance up to $1,- 
000 and jn certain cases will pay the 
entire premium. 

Any employe, if he chooses may take 
insurance up to $5,000 subject to the 
approval of the insurance company as 
to his physical condition. If at least 
5,000 employes take advantage of the 
opportunity no medical examination 
will be required. If 1,000 come into 
the group and less than 5,000, a medi- 
cal certificate from the B. R. T. physi- 
cians will be required. 

Assuming that all the employes who 
are eligible to the insurance join the 
group and take the minimum amount, 
namely $1,000, the total insurance will 
be upward of $8,000,000. 

Contract on Term Plan 

The policy is the so-called “term’ 
insurance, taken for one year, but re- 
newable from year to year indefinite- 
ly. The rate differs with the age of 
the employe and the annual premiums 
which is believed to be the lowest at 
which such insurance has ever been 
written. 

For the employes it will mean that 
those under 32 years of age will have 
their lives insured for $1,000 upon the 
payment of about 7 cents a week; em- 
ployes more than 32 and less than 40, 
about 8 cents a week, gradually in- 
creasing as the age of the insured em- 
ploye increases. 

The company states that in making 
this offer it desires to reward continu- 
ous and faithful service and by assum- 
ing the entire premium in such cases 
will in effect be furnishing such em- 
ployes with a paid-up policy for $1,000 
at a time of life when the payment of 
an insurance premium might be a bur- 
den. 

Employes have the option of discon- 
tinuing the insurance after the expira- 
tion of any year. 

Special privileges have also been ob- 
tained from the insurance company, 
whereby any employe not remaining in 
the service of the transit company or 
within a limited time after leaving such 
service, may take one of the regular 
life or endowment policies of the in- 
surance company as of the age at which 
he entered the insurance group by pay- 
ing the difference in premiums applic- 
able to the different kinds of policies. 


MATSON HELD FOR EXTORTION 





Fined $50 in Police Court and Will Be 
Tried for Attack on President 
Ayres 





James F. Matson, publisher of Mat- 
son’s Monthly, who was arrested in 
Detroit, recently under sensational cir- 
cumstances, at the instigation of Clar- 
ence L. Ayres, president of the North- 
ern Assurance Company, of Detroit, 
has been fined $50 on a charge of libel, 
and has been held for the Recorders 
Court for trial on a charge of 
extortion. 

Matson was released on $1,000 bail 
and returned to Indianapolis where 
his paper is published. As told in 
The Eastern Underwriter last week, 
Matson, who, it is claimed, tried to 
blackmail President Ayres by threat- 
ening to publish scandalous articles 
concerning him, was trapped in the 
Hotel Griswold by President Ayres and 
several detectives who, it is said, over- 
heard Matson make an offer to desist 
from his attacks for a money 
consideration. 


GIVE LUNCHEON TO BLOODWORTH 





St. Louis Life Underwriters Pay Fine 
Tribute to Popular Manager, Who 
Goes to Chicago 
The Life Underwriters’ Association 
of St. Louis tendered to J. M. Blood- 
worth, formerly manager for the Home 
Life of New York in St. Louis, a fare- 
well luncheon at the Mercantile Club 
on Tuesday. Over forty managers and 
agents were present. Mr. Bloodworth 
becomes manager of Germania Life at 

Chicago. 

Mr. Bloodworth came to St. Louis 
from Cincinnati about four years ago, 
where he had been with the Union Cen- 
tral Life for over ten years. Through 


his personal work in the Life Under- 
writers’ Association as president, he 
put the St. Louis Life Underwriters 


among the foremost associations of the 
country and gave to St. Louis the clean- 
est possible practices in the business. 
He was also active in many other asso- 
ciations, which had as their keynote 
civic betterment. 

As manager of the Home Life, he 
built up one of the foremost agencies 
of that Company in the country and 
leaves one of the best life insurance or- 
ganizations in the city to his success- 


ors, who were brought into the busi- 
ness from other lines through his ef- 
forts. A fitting tribute to Mr. Blood- 


worth’s value as a citizen and member 
and president of the Life Underwriters’ 
Association, was prepared by F. N. Che- 
ney and will be forwarded to the Chi- 
cago Life Underwriters’ Association. 

The Chicago agency of the Germania 
Life of New York, is one of the largest 
in the country, ranking next to New 
York, and has already in force over 
$4,000,000 of business. Mr. Bloodworth 
is succeeded in St. Louis by Guhne and 
Barnes. 











STRENGTH OF [\' 
SIBRALTAR 











NO CHANGE IN RATES 


is contemplated because of the 
Mutualization of The Prudential 


FORREST F. DRYDEN, President 


Incorporated Under the Laws of the State of New Jersey. 


hie 


THE PRUDENTIAL INSURANCE CO. OF AMERICA 








Home Office, NEWARK, N. J. 
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STUDY PERCENTAGE PAID-FOR 


MANY AGENTS UNDER 50 PER CT. 








New York Life Gathers Some Figures 
That Show Marked Contrasts— 
Only 59 Perfect 





In going over the records of the 
agents of the New York Life it was 
found that out of the entire staff only 
59 had perfect records of paying for 
100 per cent, of the applications writ- 
ten. A large number paid for less than 
half of their written business and 
others are remarkably poor in rating, 
suggesting some special weakness in 
getting the money. All of these figures 
are based only on those agents who 
had at least 75 cases examined during 
the year 1914. 

The agent who had the best record 
showed 135 per cent. paid for, but, of 
course, this was due to payments car- 
ried over from the previous year. Still 
he is something of a genius in settling 
his business. There were 49 who paid 
for between 30 and 100 per cent. Be- 
tween 80 and 90 there were 55. 

One of the most striking instances 
of poor work in this connection was 
shown in the case of an agent who 
wrote 232 applications and paid for but 
118. This man might well employ an 
assistant to go along with him to look 
after the financial end of his business. 
He seems to have no difficulty in get- 
ting the signatures and could apparent- 
ly profit under such an arrangement. 

Other interesting records are of the 
agent who write 194 and paid for 97; 
or the one who wrote 80 and paid for 
34—a settled business of 42 per cent. 
on all his work. : 

Coming to some of those who wrote 
less than 75 applications in the year, 
one rounded up 26 and paid for 12; 
another wrote 33 and paid for 10! That 
scarcely seems possible in cold print, to 
think that any life insurance agent 
could write 33 applications and paid 
for only 10. 

The amount of wasted effort revealed 
in these figures is appalling. It is evi- 
dent that many agents work among 
people who cannot pay for what they 
want, and in such cases the agent’s 
signed application means nothing. Then 
looking on the other side, it is equally 
evident that the men who had records 
of 100 per cent. paid, must handle only 
sound risks where there is no proba- 
bility of rejection. 





NEW TWENTY-PAYMENT POLICY 





U. S. Annuity & Life of Chicago “Non- 
Par” Contract Offers Total Disa- 
bility and Annual Additions 





The United States Annuity & Life 
has just issued a new policy, called the 
“Coupon Twenty-bive.” It is issued on 
the twenty-payment life plan, non-par- 
ticipating basis, with total disability 
benefits, an annual addition of $25 to 
the face of the policy for each of the 
full twenty years, payable for the num- 
ber of years the policy has been in 
force in case it becomes a claim, and 
cash coupons, one maturing each year 
beginning with the second, which, if 
left with the Company, will stand to 
the credit of the policyholder with 3% 
per cent. interest, and may be used by 
him as so much cash at any time. If 
not withdrawn or used in paying pre- 
miums, the policy is guaranteed to be- 
come paid up at the end of the six- 
teenth year, at the option of the hold- 
er. Cash values are allowed during the 
second policy year. 

The rates range from $29.46 at age 18 
to $74.00 at age 55. The United States 
Annuity & Life is the second company 
to extend total disability benefits be- 
yond the age of sixty. 

The new policy contains an install- 
ment option granting the privilege to 
change the manner of payment in 
event of death from one sum to any 
number of installments, or to a certain 
fixed annual pension to the beneficiary 
for life, guaranteeing not less than 
twenty-five such annual payments. 


EQUITABLE CLUBS MEET 





Quarter Million and Pacific Century 
Men Gather at Santa Barbara— 
Program of Events 





Equitable Life men have been meet- 
ing at Santa Barbara,Cal., this week the 
convention of the Quarter Million Club 
and the Pacific Century Club closing 
to-day. A very interesting program 
was carried out with many profitable 
topics up for discussion. The program 
follows: 

Wednesday, August 4. Preliminary 
Business:—Roll call and presentation 
of credentials; address of welcome; 
announcement of the personnel of the 
Board of Governors; reports of the 
clubs’ achievements. 

Discussion:—Policy Contracts and 
Special Features. Various insurance 
and annuity contracts, emphasizing the 
convertible policy, the income bond, 
the refund annuity and the new dis- 
ability privilege. 

Meetings of the Boards of Governors 
of the Quarter-Million and Pacific Cen- 
tury Clubs, for the election of the presi- 
dents. 

Thursday, August 5. Discussion:— 
Getting the Application, (a) in rural 
districts; (b) in towns and cities. 

Discussion:—Joint Work. 

Discussion:—Closing points. The 
means that have been most successful 
in getting the name on the dotted line. 

Friday, August 6. Discussion—spe- 
cialties: (a) business insurance; (b) 
group insurance. 

Discussion—Income Insurance. 

The Equitable:—The Company Back 
of the Agent. 

Closing ‘Dinner, Friday Evening. 





LIBERAL RETIREMENT PLAN 
(Continued from page 3.) 
ary. ‘Such payment shall be made to 
the person or persons whom the above 
named executive officers of the com 
pany may deem best entitled to receive 
the same. 

If disability terminates within six 
months, a clerk will be restored to his 
or her position and salary at time of 
disablement, if in the opinion of the 
above named executive officers of the 
company he or she has not been unfit- 
ted for such position by reason of the 
disablement. Disablement continuing 
more than six months will terminate 
the position held at time of disable- 
ment. All disability allowances will be 
in lieu of salary, and will not be con- 
tinued after death or the age of com- 
pulsory retirement, at which age the 
retirement allowance shall become ef- 
fective. In computing the retirement 
allowance in such cases, the sums paid 
as disability allowances shall be con- 
sidered in lieu of salary. 

If death occurs while a clerk is in 
receipt of a retirement or disability 
allowance, and the amounts paid there- 
under shall not have equaled the 
amount payable as a death benefit, the 
company will pay at death, subject to 
the limitations stated in paragraph 3, 
the difference between the amount pay- 
able as a death benefit and the aggre- 
gate sums paid by way of retirement 
or disability allowance. 

Claims paid under the provisions of 
any statute relating to employers’ lia- 
bility shall reduce by so much the pay- 
ments provided for herein. 


The company reserves the right to 
alter or discontinue the above plan at 
its pleasure, either as applicable to the 
clerical force generally or to any in- 
dividual clerk, before or after any al- 
lowance hereunder shall have been 
granted to such clerk, it being under- 
stood and agreed by all concerned that 
all allowances are a pure gratuity, and 
no contractual obligation is established 
hereunder. 

In addition to clerks mentioned in 
the foregoing, any other salaried home 
office employes, exclusive of officers, 
may be embraced in the plan by direc- 
tion of the Board of Directors. 











Service 


That 


Satisfies 


Service, the key-note of modern 


commercial life, has always 


been 


a fundamental link in the strong 
chain of Union Central Benefits. 


U. C. L. SERVICE begins with the writing 


of the application, recommending the 


policy best fitted to the individual] needs. 


particular 


U. C. L. SERVICE includes the rejected risks, — 


the Medical Director in a personal letter advising the 


proper treatment to effect a pos- 
sible cure of any existing impair- 


ments. 


U. C. L. SERVICE conserves 
health; a perfectly equipped lab- 
oratory with corps of expert an- 
alysts at policy-holders’ service 
for the asking. Furthermore, 
every courtesy and accommoda- 
tion, within the power of the 
Company, offered without dis- 


crimination. 


U. C. L. SERVICE not ter- 


minated by death but 


extended 


to beneficiaries. Invaluable ad- 


vice and assistance 


A staff of trained 


intendent of Agents. 
Che 

Ruion Central 
Life Jus. Co. 


OF CINCINNATI 
Jesse R. Cranr, Pres. 
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rendered 


for the protection and invest- 
ment of policy proceeds. 


officials, 


employees and agents—experts 
in their work—stand ready to 
serve at your command, 


For further information ad- 
dress, ALLAN Warers, Super- 











OPPORTUNITY IN TEXAS 











“TEXAS” 


A personal producer, having ability to 
handle men who want to grow and possesses 
a disposition to apply the energy necessary to 
progress, can secure an attractive connection 
with a progressive young life insurance com- 
pany, in Texas. 


If interested, and can deliver the goods, write 


Care of The Eastern Underwriter 


105 William Street, New York City, N. Y. 
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THE OTHER FIVE PER CENT. 
By Charles Knight 


Life Insurance men are familiar with the chart, commonly used, showing 
that 95 per cent. of men are failures at age 60. The accompanying 
chart and text tell the story of the other five per cent. 








If 95 per cent. of men are failures at 
age 60—and they are practically such 
from age 45—what of the other 5 per 
cent? The accompanying chart shows 
graphically the remarkable value of life 
insurance as utilized by this 5 per cent. 

During twenty years of mercantile 
life, previous to entering this business, 
I was never solicited for life insurance, 
except upon one occasion when it 
was virtually made the basis of a plea 
for charity and offered under circum- 
stances creating an impression of dis- 
trust in my mind which it took years to 
overcome, while the business training 
which I received was not calculated to 
develop the keen financial judgment re- 
quisite to overcome its lack. 

I mention this because I feel confi- 


paring a series of charts designed to in- 
dicate in a graphic way the advantages 
which must occur to a young man who 
will invest more of his income than is 
now customary, in the safe and profit- 
able manner peculiar to life insurance. 

Regarding the particular forms of 
policies advised for certain purposes, 
I am aware that many agents and man- 
agers will take exception to the sugges- 
tion, for instance, that a man of 40 
should purchase endowment, and I 
myself frequently do not advocate it, 
but such objections as I have heard are 
usually based upon a desire to induce 
a man of mature judgment to accept a 
Utopian (or at least a_ theoretical) 
view of life which is far from practical. 
These objections would -be without 
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dent that mine is not an isolated case 
but rather the experience of thousands 
upon thousands of young men holding 
g00d positions and in receipt of an ex- 
cellent salary, yet who are to all in- 
tents and purposes unapproachable to 
the best life insurance salesmen by the 
ordinary methods utilized, nor are they 
Saving a sufficient proportion of their 
income in any other systematic man- 
her. With this view in mind I am pre 


basis, had the suggestions here offered 
been followed from the start, as will 
appear from a careful study of the 
chart. 

In the first place, it is quite likely 
that a man may outlive his wife and al- 
most a certainty, in these days, that he 
will outlive his usefulness; therefore if 
he fails to make adequate provision for 
his own unproductive years, the natu- 
ral and almost universal result is that 


Organized 1850 


mutual and equitable practice. 
of management insure low net costs. 





NATIONAL LIFE INSURANCE COMPANY 


MONTPELIER, VERMONT 
JOS. A. DE BOER, President 


The National Life possesses an unexcelled asset and insurance composition. 
service to policyholders is scientific, prompt and complete, based absolutely upon a 
Its low mortality, high interest earnings and economy 
Its liberal policies and practice commend it to 
field men as a guaranteed salesmanship proposition upon which they can readily and 
securely build. The sixty-fifth annual report, demonstrating these claims, will be sent 
to any solicitor, agent or manager on request. 


A. H. Gseller, General Manager, 149 Broadway, New York City 

M. H. Mullenneaux, Manager, Albany Trust Bidg., Albany, N. Y. 
Day L. Anderson, General Manager, 950 Ellicott Square, Buffalo, N. Y. 
Bruce S. Johnson, General Agent, 1134 Granite Bldg., Rochester, N. Y. 


Purely Mutual 


Its 








he becomes a burden either upon his 
children or upon society in general, and 
the “whole life” policy now so gen- 
erally urged on account of its low pre- 
mium, is hard to maintain because pay- 
ment must still be continued, and is 
either allowed to lapse, or is surren- 
dered for the cash value in order to 
provide for the immediate necessities 
of life. 

Consider on the other hand the bene- 
fits to be derived from a good sized en- 
dowment policy taken at age 40, paid 
for during the most productive period 
of asuccessful man’s career, and matur- 
ing at age 60. Upon the proceeds he 
might well retire, and, having the pay- 
ments arranged upon a combination of 
installments and continuous income 
such as I have in mind, could spend the 
rest of his life in ease and comfort 
without risking too great a proportion 
of the protection still required by his 
wife and family. 

One may urge that the difference in 
premiums between the ordinary life 
and endowment forms could be better 
invested in some other way—Could! 
But would they? What is the actual 
result of experience in the thousands 
of cases that pass before us in review? 

Again, granted that it might be pos- 
sible to secure a slight advantage in 
certain cases, what would the result be 
in the event of death? 

Statistics show I believe, that ap- 
proximately 60 per cent. of all inherited 
wealth is dissipated by the heirs with- 
in six years—truly a tremendous loss 
of hard earned gold; and it is a fact, 
though little understood, that life in- 
surance constitutes without question 
through the various settlement options, 
when properly applied, the safest, sur- 
est, and most economical method of 
preventing this appalling loss. 





JOHN HANCOCK EASTLAND CLAIMS 


The John Hancock Mutal Life, of 
Boston, advises that they have to date 
received 45 claims amounting to $8.- 
969, as the result of the “Eastland” 
disaster, these being from the Weekly 
Premium Branch and there were also 
3 claims amounting to $3,000 from the 
Ordinary Branch, making a total of 
48 claims for the sum of $11,960. 

These claims were paid immediately 
by the John Hancock without requir- 
ing the usual formalities, the com- 
pany being satisfied with identification. 


MEN, MONEY AND PROSPECTS 





Enormous Insurance Value Represent- 
ed in Large Increase in Population 
Reported by Government 





The population of the United States, 
on July 1, 1915, according to the latest 
figures from Washington, was 100,725,- 
000. This represents for the year end- 
ing June, a gain of 1,698,000, and also 
an increase since January 1, 1879, of 
52,494,000 people. That is to say, dur- 
ing the past thirty-six years the popu- 
lation of the United States more than 
doubled itself. 


But to return to the 1,698,000 men, 
women and children added to Uncle 
Sam’s family—as The Intelligencer 
points out, each bearing a suggestion 
as a new policyholder—their full insur- 
ance value looms up when it is remem- 
bered that they are equal to about half 
the population of the kingdom of Den- 
mark. Further, the significance to the 
insurance world of the 52,494,000 gain 
is grasped, when it is compared with 
the population of some other favored 
spots on earth. Fifty-two million four 
hundred and ninety-four thousand peo- 
ple would restock Austria, and almost 
do the same thing for Germany; it 
eclipses the forty million in France and 
the forty-five million in the United 
Kingdom of Great Britain and Ireland. 


While adding to its stock of men, 
women and prospects, the nation has 
augmented its wealth per capita from 
$850 in 1880 to $1,318 in 1914, and has 
advanced the money in aqjigculation 
among the people from $19 to $35 per 
individual, which, though not yet up 
to the $47 per capita in France, is 
about three times greater than the 
showing for Germany, and over one and 
a half times the English figure. 


SIX MONTHS’ FIGURES 
The Southland Life of Dallas, Tex., 
reports that the total of its new issues, 
revivals and increases for the first six 
months of the year amounts to $3,- 
032,042. 


The club year of the New York Life 
closes August 16, and all the branches 
are running at high pressure, the field 
men working especially hard to qualify 
in the San Francisco contest as well as 
the regular clubs. 








to them. 
them the reason. 





BUSINESS IS GOOD 


Our field representatives have found business good in the 
first six months of 1915. They say the future also looks good 
They are progressive, happy, and satisfied. Ask 


We occasionally have an agency opening. 
JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 


Life Insurance Company 
SPRINGFIELD, MASSACHUSETTS 
Incorporated 1851 
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GOOD PUBLIC HEALTH WORK 


IT COSTS NEW JERSEY 





WHAT 





Steadily Decreasing Death Rate Shown 
—Great Possibilities In Extension 
of Facilities 





The New Jersey Department of 
Health has done some excellent work 
in disease prevention and has issued 
a- bulletin reviewing this work and 
pointing out the possibilities for its ex- 
tension with more adequate facilities. 

“The response of the death rate to 
organized attack upon disease in New 
Jersey,” says the bulletin, “has been 
a decline from the high point of 21.82 
per 1,000 population in 1882 to the low 
point of 14.02 in 1914. When it is 
remembered that each point of reduc- 
tion in the death rate meant the sav- 
ing of 2,850 lives in the State in 1914 
alone, the magnitude of these results 
may be partially appreciated. Further 
appreciation may be gained by con- 
sidering that for each life saved per- 
haps ten cases of serious illness have 
been prevented. 

“The experience of New Jersey in 
reducing its death rate by the organ- 
ized efforts of health officials merely 
adds further proof to the truth of the 
saying that ‘public health is purchas- 
able; within natural limitations a com- 
munity can determine its death rate.’ 
A few calculations will show that the 
security given to life and health by 
efficient. public health work makes an 
investigation in such work the best 
paying proposition for life and health 
insurance ever offered to the public. 

“The cost of both State and local 
public health work in New Jersey va- 
ries from ten cents per capita per year 
in many communities to fifty or sixty 
cents per capita in a few of the com- 
munities where larger appropriations 
are made to the loca! health boards. 
This meager expenditure has already 
resulted in adding several years to the 
average span of life and reducing very 
greatly the amount of serious illness 
which falls to the average lot of man. 

Further Reductions Possible 

“That we can still further reduce 
the death rate in New Jersey by an 
adequate investment in public health 
work is indicated by the experience 
of New York City. The appropriation 
for the Health Department in New York 
City amounts to about sixty-five cents 
per capita for the population. The ac- 
tivities of the Health Department, 
made possible by ample appropriations, 
have resulted in a reduction of the 
death rate to 13.40 in 1914. If this rate 
had prevailed in New Jersey instead 
of the rate of 14.02, 1,767 lives would 
have been saved in this State last year. 

“It must be remembered in this con- 
nection that the New York City Health 
Department is working with a popula- 
tion living in the most crowded city in 
America. Conditions are, therefore, 
unfavorable for public health work, yet 
the ample appropriations have enabled 
such efficient work to be done that the 
death rate for that great city is lower 
even than the death rate for the rural 
sections of New Jersey. The 1914 
death rate for New Jersey cities over 
5,000 population was 14.17, while for 
the rural districts, comprising the bal- 
ance of the State, it was 13.65. 

“New Jersey has the organization for 
better health work; all that is lacking 


SOUTHLAND’S PRESIDENT RESIGNS 





James A. Stephenson, Founder of Texas 
Co. Retires—Succeeded by Harry 
L. Seay 





‘At a special meeting of the Execu- 
tive Committee of the Southland Life 
Insurance Company, of Dallas, James 
A. Stephenson tendered his resigna- 
tion as president, to take effect August 
1. This was accepted by the commit- 
tee with sincere regret, and Harry L. 
Seay was elected to fill the office. The 
members of the committee felt that, 
although they were deprived of the 
able assistance and valuable services 
that Mr. Stephenson always rendered, 
the state of his health demanded that 
he be relieved of the cares and bur- 
dens of the presidency, and accepted 
his resignation at his earnest solici- 
tation. 

Mr. Stephenson was practically the 
founder and builder of the Southland 
Life. He has watched it grow from 
a small, struggling company to a strong 
institution, with assets of over $2,000,- 
000, and insurance in force of over 
‘$25,000,000. Mr. Stephenson will tem- 
porarily be connected with the com- 
pany in an advisory capacity. 

The new president, Harry L. Seay, 
is well known in insurance circles, hav- 
ing been connected with the Southland 
Life since 1911, at which time he was 
appointed general counsel. In 1913 he 
was elected vice-president and treas- 
urer. Mr. Seay’s ability and experi- 
ence in financial matters will be of 
material benefit to the company. The 
Southland Life is to be congratulated 
upon the selection of Mr. Seay as presi- 
dent, and it will be a source of ex- 
treme gratification to the many stock- 
holders and policyholders of the com- 
pany to know that their interests will 
be so well safeguarded. In the many 
connections and posts of great respon- 
sibility that Mr. Seay has occupied, 
his duties have always been discharged 
with that care and fidelity that has 
established a reputation enjoyed by 
few, and no doubt, under his able ad- 
ministration, this splendid company 
will continue to forge ahead and occupy 
a leading position in the list of strong 


to enable the State to excel New York 
City in health conditions is the appro- 
priation with which te carry on to the 
fullest extent the necessary activities. 
“Even the people who say we ought 
to have the Chinese system are not 
willing to pay for the protection that 
such a system affords. Without con- 
sidering for the moment cases of seri- 
ous illness, an ordinary case of pre- 
ventable illness lasting only two or 
three days will cost in doctor bills, 
medicine and loss in wages perhaps 
$8 or $10. This sum we cheerfully pay 
because we can see the results, yet 
how many would be willing to pay even 
$1 per year for health protection? 
“We employ health officials to pro- 
tect us from smallpox, from the plague, 
from typhoid fever, from diphtheria, 
from scarlet fever, from rabies and a 
host of other diseases, and to see that 
we have a pure water supply, a pure 
milk supply and a clean food supply. 
We often require these officials to do 
such menial work as the burying of 
dead animals and the inspection of 
plumbing, which we know now has 
nothing to do with health matters.” 
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Representing 


The Mutual Life Insurance Company 
of New York 


You will make money. 


The great strength, big dividends and incom- 
parable benefits of the ‘‘oldest company in’ America’”’ 
mean certain success for you. 





For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 
34 NASSAU STREET, NEW YORK, N.Y. 








— 


Life Insurance and Texas 


Texas has more than four million people, made up of 
home grown population and the best selections from other 
states. They are a progressive people and they are buying 
life insurance—about seventy million dollars a year. 

More than a hundred thousand suitable subjects in the 
state are uninsured, and several times that number inade- 
quately insured. We want ten or a dozen more good field 
men to tell them about the Southland Life. Address— 


JAS. A. STEPHENSON, President 
DALLAS, TEXAS 














Security Mutual Life Insurance Company 


Binghamton, N. Y. 


Offers to men able to produce business first class territory, 
with direct contract providing liberal compensation. 


For particulars, address 
C. H. JACKSON, Supt. of Agencies 








The E. P. MELSON JOHN G. HOYT 
Perfect Protection Policy ita Vice-President 
OF THE 


RELIANCE LIFE 


gives you something absolutely new 
and different to talk to your pros- 
pects. Gives you a chance to earn 
more money than you are now 
making. 

Our Life Insurance Contracts con- 
tain the most up to date clauses 
known to the Insurance World. 
The Accident and Health gives full 
protection for at least a third less 
cost than regular casualty com- 
panies. Our agency contracts are 
as liberal as can be made. 


WRITE AND WE WILL _ TELL 
YOU MORE ABOUT OURSELVES 


Reliance Life Insurance Company 
of Pittsburgh 
FARMERS BANE BUILDING 
PITTSBURGH, PENNSYLVANIA 


MISSOURI 
STATE LIFE 


Salable 
Policies 


Participating and Non-Participating 








Special Inducements for 
General Agency Contracts 





Home Office: ST. LOUIS, MO. 























individuality at its full value. 





Solicitors are like gizzards, no good without grit. How many times have you promised yourself to cut loose from your present environ- 
ment and connect with some young company where you can find a future worth considering? When you climb to the top. of the rut 
you have always traveled in, and look out into the wide world, you lack grit to make the first step, don’t you? Ambition is. the main- 
spring of success, but a mainspring has no force unless you wind it up. Grit is the key with which you can do the winding. Jf you 
have ambition enough to desire a better position, and grit enough to go after it, you can spend the winter months in a country where 
the sun shines every day; where the roses bloom perpetually ; where frosts are few and a freeze almost unknown. You can secure a 
good position in a state where only eleven companies wrote as much as a million each last year; where a competitor does not lurk 
behind every bush, and the first wail of a new born infant is not “hard times.” 
amount of ability you can obtain a connection with the Louisiana State Life Insurance Company, of Shreveport, Louisiana, that will 
mean the realization of all your dreams. That will mean promotion as rapidly as you are entitled to it and the capitalization of your 
The president of this Company is W. T. Crawrorp; Vice-President and General Manager, THomas P. 


Lioyp, M. D.; Superintendent of Agencies, W. M. Linnsey, all of Shreveport, La. 





If you have the grit to make a change and a reasonable 
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OFF FOR THE BIG MEETING 





LIFE MEN GO TO SAN FRANCISCO 





Important Program for National Asso- 
ciation Gathering—New York Men 
Who Go 





One of the biggest delegations ever 
sent to a life underwriters’ convention 
left New York this week to attend the 
twenty-sixth annual convention of the 
National Association of Life Under- 
writers which opens next Tuesday in 
San Francisco. There are twenty-five 
regular delegates and up to the last 
moment there were no reports of ab- 
sentees. 

Charles Jerome Edwards, of the 
Equitable Life, former Natipnal Asso- 
ciation president, and Lawrence Prid- 
dy, of the New York Life, president of 
the Life Underwriters’ Association of 
New York, left early this week to join 
the crowd going in the special train 
which left Chicago at ten o’clock yes- 
terday morning. Everett M. Ensign, 
corresponding secretary of the Associa- 
tion was also of this party. 

Hugh M. Willet, of Atlanta, president 
of the National Association, left Au- 
gust 4 to join the other delegates at 
Chicago. Mr. Willet will be the only 
delegate from Atlanta apart from the 
seven representatives of the Union 
Central Life who go to attend the an- 
nual meeting of the agents of the com- 
pany to be held in San Francisco at 
the same time as the big convention. 

The itinerary of the special train 
provides for a stop-off at Salt Lake 
City where the Utah Association has 
planned some entertainment features 
for the visitors. One prominent life 
underwriter whose absence will be 
noted at the convention is Neil D. 
Sills, of Richmond, Va., ex-president 
of the National Association, who has 
just undergone a painful but not seri- 
ous operation. 

The New York delegates are the fol- 
lowing: J. F. Atkinson, Northwestern 
Mutual; W. E. Barton, Union Central; 
Leroy Bowers, Mutual of N. Y.; W. N. 
Compton, John Hancock; H. Ellis 
Coney, Union Central; F. O. Dunning, 
Penn Mutual; Chas. Jerome Edwards, 
Equitable of N. Y.; R. W. Goslin, Pru- 
dential; Perez F. Huff, Travelers; 
Charles B. Knight, Union Central; H. 
A. Marks, Bquitable; Henry L. May- 
per, Equitable of N. Y.; Lawrence Prid- 
dy, New York Life; John N. Ryan, 
Equitable of N. Y.; D. G. C. Sinclair, 
Metropolitan; Henry Stieglitz, Metro- 
politan; Ralph B. Trousdale, Equitable 
of N. Y.; E. V. Thomas, Metropolitan; 
John S. Tunmore, Provident Life & 
Trust; S. S. Voshell, Metropolitan; J. 
E. Ward, Mutual of N. Y.; Mark Wil- 
son, Equitable of N. Y. 

The formal program begins on Tues- 
day but the Executive Council and the 
Executive Committee will meet on Mon- 
day, the former at the St. Francis Ho- 
tel, and the latter at the Civic Audi- 
torium. 


The annual banquet will be held this 
year on the evening of the second day, 
Wednesday, instead of at the close of 
the convention as heretofore. The ban- 
quet will be held at the Palace Hotel 
and the speakers include in addition 
to President Willet and his successor 
as head of the National Association, In- 
surance Commissioner James E. Phelps, 
of California, Hon. James D. Phelan, 
U. S. Senator from California, and Rob- 
ert M. Lynch, vice-president of the San 
Francisco Chamber of Commerce. 

The main features of the three days’ 
program are as follows: 

First Day 
Tuesday, August 10: Invocation— 
Rev. F. W. Clampett, Chaplain of San 
Francisco Association. 
Addresses of Welcome— 


Hon. Charles ©. Moore, President, 
Panama-Pacific International Ex- 
position; Hon. James Rolph, Jr., 
Mayor of San Francisco; Mr. H. R. 
Hunter, President San Francisco 
Association. 

Roll Call of Delegates. 


Reading of Minutes of Previous Con- 
vention. 

Reading of Special Communications. 

President’s Address. 

Vice-Presidents’ Addresses. 

Announcements. 

Report of Secretary. 

Report of Treasurer. 

Report of Chairman of Executive 
Committee. 

Afternoon Session 
Report of Education and Conservation 
Bureau— 

Warren M. Horner, Chairman. 

Address— 

Mr. William L. Hathaway, Commis- 
sioner for the World’s Insurance 
Congress Events: “What the Pan- 
ama-Pacific International Exposi- 
tion is Doing for Insurance.” 

Short Reports on Work Done in Organ- 

izing New Associations. 

Discussion of Five Minute Topics— 
Mr. Hubert H. Ward, Chairman: 

“System Used in Canvassing.” (a) 

Getting Prospects; (b) Cultivating 

Prospects; (c) Closing’® Prospects; 

(d) Getting Settlements. 

Greetings from The Association of Life 
Insurance Presidents and the Amer- 
ican Life Convention. 

Action on Executive Committee’s Rec- 
ommendations. 

Appointment of Nominating Committee. 

Evening 

Reception and Ball at St. Francis Ho- 

tel, 8:30 o’clock. 
Second Day 

Wednesday, August 11. Discussion of 
Resolution adopted at the Cincinnati 
Convention regarding the tendency 
toward State Insurance. 

Former National President Frank E. 
McMullen, presiding. 

Address— 

“Insurance of To-morrow.” 

Mr. Otto Irving Wise, Vice-Presi- 
dent, Western States Life Insur- 
ance Company. 

Report of Committee on Taxation— 
Mr. Edward A. Woods, Chairman. 
Announcement and Reading of Prize 

Essays— 

“Life Insurance—The Institution for 
Systematic Thrift.” 

Presentation of Calef Loving Cup and 

Medal— 

By Mr. Lawrence C. Priddy, Presi- 
dent Life Underwriters’ Associa- 

tion of New York. 

Presentation of Ben Williams Vase— 
By Mr. Wilson Williams, President 

Life Underwriters’ Association of 

Louisiana. 

New Business. 

Presentation of Resolutions, or other 
business to be referred, under the 
rules, to the Executive Committee. 

Afternoon Session 

Discussion of Five Minute Topics— 
Mr. Hubert H. Ward, Chairman: 

“Agency Building.” (a) Getting 

Agents; (b) Training Agents; (c) 

Making Agency Meetings of Great- 

est value to an Agency Force. 


Novel Suggestions for Selling  In- 
surance— 

Vice-President Edward jA. Woods 
Presiding. 


$25.00 Prize offered by Vice-President 





S. SAMUEL WOLFSON 
District Manager 
Equitable Life Assurance Society 
43 Bible House New York City 

AGENTS WANTED 








PENSION SYSTEMS INQUIRY 
(Continued from page 1.) 

“8. Are the net accretions of these 
investments placed. to the credit of the 
fund? 

“9. Upon what basis do you calculate 
the present value or reserve to cover 
the payment of benefits under your pen-. 
sion system? 

“10. If you do not carry a liability 
or calculate a reserve as set forth in 
the two preceding paragraphs, please 
state fully your reasons for not do 
ing so. 

H. Pierson Hammond, Chairman, 
H. E. Ryan. 
H. L. Phillips. 
Special Committee on Reserves for 
Pensions for Employes of Insurance 
Companies.” 

The resolution adopted at Chicago, 
from which these inquiries result, was 
the following: 

“Whereas, some of the large insur- 
ance companies are paying annuities to 
their old and superannuated employes 
and are practically making agreements 
with those employes who have not 
reached a stage of disablement that 
they will be pensioned when that stage 
is reached. 

“Resolved, That a special committee 
of three, to be appointed by the chair, 
be directed to investigate and report 
whether such companies should not in 
all cases carry reserves on account of 
such agreements just as though they 
were made to an outside party, and 
further report upon what constitutes 
an agreement to pay such an annuity 
if it be found that that question is in- 
volved in the inquiry.” 








Woods for the best suggestion to be 
stated in three minutes. 
Address— 

“Accomplishments and Purposes of 
World’s Insurance Congress 
Everts.” Mr. C. I. Hitelfcock, 
President, The Insurance Field 

Awarding of Trophies— 

The Edwards Membership Trophy. 

The Whittington Delegates’ Trophy. 

The Waite Attendance Trophy. 

New Business. 
Third Day 
Thursday, August 12. “National Asso 
ciation Day.” 
Report of Executive Committee. 
Address— 

“Life.” Dr. Benjamin Ide Wheeler, 

President, University of California. 
(Continued on page 8.) 
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| The EQUITABLE LIFE | 


OF IOWA 





Wants a General 
Agent for 


CAMDEN or 
TRENTON, 


New Jersey 


Address 


J. C. CUMMINS, President 
DES MOINES, - - IOWA | 

















MERIDIAN LIFE 
INSURANCE COMPANY 


INDIANAPOLIS, IND. 


We have Liberal Agency Contract awaiting a High Grade 
Producer in Eastern Missouri 


WRITE THE COMPANY FOR MORE INFORMATION 








First "Mutual 
New England 
Mutual Life 


r 
Insurance Co. 
BOSTON, MASSACHUSETTS 





Operates on a full 3 per cent. Re- 
serve under Massachusetts Law, 
and offers the best possible se- 
curity, with a safe, equitable con- 
tract. 

FINANCIAL STATEMENT 

Assets, Dec. 31, 


5 a ee $70,163,011.03 
Aes 0s ci v0.0 65,159,426.58 
ONT 6 aw 6:0 wae « $5,003,584.45 


ALFRED D. FOSTER, President 

D. F. APPEL, Vice-President 

J. A. BARBEY Secretary 

WILLIAM F. DAVIS, Asst. Secretary 
FRANK T. PARTRIDGE, Asst. Secretary 
MORRIS P. CAPEN, Asst. Secretary 


EDWARD W. ALLEN, Manager 
220 Broadway, New York 

LATHROP E. BALDWIN, Manager 
141 Broadway, New York 








The “‘Home Life” 


The fifty-fifth annual state- 
ment of the Home Life Insur- 
ance’ Company, of which 
George E. Ide is President, pre- 
sents a record of substantial 
benefits to its policy-holders 
during the year and a solid 
growth in financial strength. 

Assets increased to $30,- 
631,248.70 after paying to 
policy-holders $3,110,507 in- 
cluding dividends of 


$571,024 


The insurance in force was 
increased by $4,533,420 and 
is now 


$120,893,433 


For Agency apply to 


GEORGE W. MURRAY, Supt. of Agts. 
256 Broadway, New York, N. Y. 











1865 --- Fifty Years Old -- 1915 


Unexcelled In 
Favorable Mortality 


AND 
Economy of Management 


The 
Provident Life 
and Trust Company 


OF PHILADELPHIA 





Rates of Premium Extremely Low and 
still further reduced by 
Annual Dividends 








THE EASTERN 


UNDERWRITER 





August 6, 1915. 
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| Live Hints For Business Getters 





Practical Suggestions to Help the Man With the Rate Book Increase His 
Income and General Efficiency 








It is a well recognized 

To-day is the fact that most people 

Only Time miss success because 

You Have all of their planning is 

done for tomorrow or 
next week and they never seem to rea- 
lize that the only time they have is 
to-day. As the Philadelphia Life says: 

“With yesterday gone forever, and to- 
morrow yet to come, our time for ac- 
tion must of necessity be to-day—it is 
all the time we have. 

“The time we had yesterday, if used 
to good advantage, has lightened the 
work of to-day, just as the work of to- 
day will make still easier that of to- 
morrow. The accomplishments of to- 
day mean greater accomplishments to- 
morrow. In this way success is gained. 

“So it is with money; the efforts of 
yesterday to increase our funds in the 
bank have made it easier to further in- 
crease them to-day. 

“Perseverance in preparing for the 
future while to-day is here, will finally 
result in a financial independence that 


releases one from the cares of to- 
morrow.” 
* - e 
The billion dollar 
We Have trade balance in favor 
a Great of the United States is 


Trade Balance significant in indicat- 

ing the great increase 
in industrial activity and also signifi- 
cant in another direction. It means 
that as this is the dawn of a new indus- 
trial era, to exceed perhaps in extent 
any other in the history of this coun- 
try, so does it mean the dawn of one 
of the greatest opportunities in life in- 


surance that the business has ever 

seen. It is your opportunity; start 
early. 

~ * * 

It has been figured out 

Advice that it costs considerable 

toNew money to train new agents 

Life Men and very often there is no 


return to the company for 
this expense. The supplies alone that 
are wasted and lost on agents that do 
not “stick” amounts to a considerable 
sum, When a man decides that he can 
make a success of the life insurance 
business he should give it a determined 
and fair try-out. An officer of the Pub- 
lic Savings Life of Indianapolis gives 
some good advice to the new life man 
in the following: 

“Now that you have entered the busi- 
ness, you no doubt have decided that 
you can make it profitable by proper 
application and the requisite amount of 
hustle that it takes to succeed in any 
line of work in which you might en- 
gage. This certainly is the proper way 
te take up a life insurance agency, and, 
having started, get into the business 
heart and soul. 

“The more you try honestly, earnest- 
ly and sincerely and the more you in- 
vestigate the possibilities, the more you 
will become convinced that the busi- 
ness is worth a hundred cents on the 
dollar and that the day you started was 
your birthday for a pleasant and fruit- 
ful business career. 

“Study carefully your instruction 
book, for this is concise information 
which .will aid you in your work that 
has been compiled for your benefit by 
men with years of experience. This is 
your text book which you must know 
from A to Z and of which you must be 
the master. Call on your superintend- 
ent to explain only such features as 
you cannot fully understand, and in 
this way begin at the very beginning 
to become self-reliant, which is a prime 
requisite at ail times for success. 

“Do not fail into the habit of many 
entering the business of following the 
lines of least resistance. You will find 
people who will readily sign an appli- 
cation, who have no thought of paying 


first premiums or any other premiums. 
Don’t write them. You will also find 
people on the debit who will want you 
to carry them beyond the four weeks’ 
limit. Don’t you do it. If the company 
with all of its resources can’t afford to 
do it, why should the agent assume 
such a risk? 

“Do not allow yourself to get discour- 
aged, for this is the thing that will pull 
you down. Breathe the air of optim- 
ism at all times, for that is the thing 
that will keep your blood red and your 
courage up. Have a goal and deter- 
mine to reach it. Look about you for 
important features in which you can 
become a leader. When you head the 
procession in one, try another. Pattern 
after the successes and shun the fail- 
ures. Strive and succeed.” 

ok * * 
In practically every case 

Meeting the the assured has some 

Assured’s objection to taking out 

Objections a policy which he will 

cling to until the objec- 
tion is met by the agent. When one 
objection is thus turned away the re- 
sourceful prospect more often than not 
comes right back with another. The 
life man who can meet and overcome 
all of these obstacles as they appear, is 
irresistible and sooner or later will 
land his prospect. The Life Under- 
writers’ News, the official paper of the 
Life Underwriters’ Association of Can- 
ada publishes some interesting answers 
to objections that have proven valu- 
able. Some of these follow: 

“T intend to take life insurance, but 
not now.” 

“When was insurance first presented 
to you? Ten years ago? If you had 
taken insurance you would have re- 
ceived a rate 25 per cent. lower than 
now, and your policy would be half 
paid for to-day. If you wait another 
ten years the rate will be 50 per cent. 


higher still. A man can excuse him- 
self for making a mistake once, but 
not for making the same. mistake 
twice.” 





“I can not give you an interview. I 
do not want to look at your goods.” 

“Mr. Brown, at this very moment 
your salesmen are being courteously 
granted interviews, without which your 
plant would stand idle.” 





“It would cut short my means to 
carry a policy, and I prefer to take 
comfort as I go along.” 

“The way to ‘take comfort as you go 
along’ is to lay aside a good, handsome 
policy on your own life, which is one 
sure thing, and then you can live up 
close to your income, and at the same 
time feel that you are doing your duty 
to your dependents.” 





“I wouldn’t carry less than $5,000, 
and I can’t afford that yet.” 
_ “Take a $1,250 policy now, a $1,250 
in three months, a $1,250 in six months, 
and a $1,250 in nine months, each pay- 
able annually. You can then have $5,- 
000 of insurance payable quarterly, 
without having to pay extra charge al- 
ways made for quarterly payments un- 
der one policy. A small temporary 
charge would put them all in force at 
once, if you so desired.” 

Or “Take three policies of $1,700 





State Mutual Life Assurance Co, 





Occasionally we have an opening. 





WORCESTER, MASSACHUSETTS 
INGORPORATED 1844 
BURTON H. WRIGHT, President 


January 1, 1915 
a ea eee cia wine oo tach . $46,516,911.00 
Liabilities ...... US EEE TO COTE P CTE. 
Surplus (Mass. Standard)............. 3,200,924.66 
INSURANCE IN FORCE ...........6.- . $179,895,636.00 


Substantial gains made in all departments. 
New policy contract, embodying every up-to-date feature. 
Increased dividend scale in which all policies share. 





EDGAR C. FOWLER 


Superintendent of Agencies. 








each, payable quarterly, one to be is- 
sued this month, another next month, 
and the third two months hence. A 
premium will then fall due every 
month. 

“It is wise in any case to have a 
number of small policies in place of 
one large one, for they can be used 
separately in business, can each have a 
separate beneficiary, and in case of 
emergency one could be dropped with- 
out affecting the others.” 





“T am too poor.” 

“If you are too poor to insure, you 
are too poor to die and leave your 
family penniless and subject to bitter 
charity.” 

“It is expensive.” 

“Do you call laying up money ex- 
pensive? You might as well talk of 
the expense of buyin bank stock, >r 
of putting aside your earnings in a 
safe place, as to keeping up a life 
policy. It is accumulation, not ex- 
pense.” 








“My business will not stand it.” 

“Your business owes you a game of 
golf now and then? Yes. Then make 
it assure you your future games of 
golf by placing this twenty year en- 
dowment policy right now.” 





“TI can make more money investing 
in real estate.” 

“If you are here to make payments 
on your real estate all is well and 
good; but in case of death with your 
real estate payments not completed 
you will lose it too. Better take out 
life insurance and protect your real 
estate deals.” 





“I cannot afford it in war times, as 
there is no telling what is going to 
happen next.” 

“I quite agree with you, for none of 
us know what is going to happen next. 
We might die—what then? How 
about your family and children? Are 
you in the long run any worse off than 
you were a year ago? Why, then, use 
this excuse about taking out a policy? 
Life insurance is more needed to-day 
than ever before. Again, what coun- 
try is better off to-day than Canada? 
Munition contracts being given upon a 
tremendous scale, crop prospects were 
never better, also the high prices pre- 
vailing for dairy supplies, hay and 
corn, etc. General financial conditions 
are good, and more so to-day as the 
majority of people are living within 
their means and not beyond them as 
formerly. 





REMEMBER 











The Texas Life Insurance Company 
OF WACO, TEXAS 


Is the pioneer life insurance company of 


ATTRACTIVE POLICIES and LIBERAL CONTRACTS 


the Southwest 








“Why are recruits to-day making 
personal applications for life insurance 
to all the companies? Just because 
they did not know what was going to 
happen next. They unfortunately 
waited until something did happen, and 
they are not in a position to take out 
life insurance. The recruit, however, 
who took his life policy out some time 
ago is the wise and satisfied policy- 
holder now. You do not know but 
that you may be next. Take out a 
policy and let the rest take care of 
itself.” 





“I have a hard time to make ends 
meet now.” 
“Suppose that you should be told 


that your income from now on would 
be $5.00 a month less. Would it trou- 
ble you much? Well, that amount will 
buy $2,000 life insurance.” 





“T never did and never will buy any- 
thing that I cannot pay cash for, so I 
will just wait.” 

“We have a plan devised especially 
for the man who decides that he should 
have more protection at once, but can- 
not conveniently make the first de- 
posit until a later date. We will issue 
the policy’ with the first deposit due 
two months hence instead of now. You 
will pay us (say) $18.00 (assuming 
that applicant is age 35, and policy 
$10,000), which will put policy into 
force at once. This insignificant sum 
guarantees that your policy will be car- 
ried out even though you should die 


. or become ineligible in the meantime.” 





“T could never get ahead and I do 
not care to run any more chances.” 

“Well, I'll tell you a game that is 
a ‘sure thing’—a game at which you 
are sure to win. That is life insur- 
ance. Death is certain and the pay- 
ment of your policy is equally certain. 
You will be ahead of the game then, 
for whether the end comes soon or in 
the indefinite future, the return will 
always be greater than the outlay.” 





LIFE UNDERWRITERS’ MEETING 
(Continued from page 7.) 
Address— 


“Life Insurance as an Economic 
Force.” Mr. Orville Thorp, Dallas. 
Texas. 


Reports of New England Congress— 
By Mr. Leon F. Foss, Secretary Bos: 
ton ‘Association of Life Underwrit- 


ers. 

Subscriptions to the Official Proceed- 
ings. 

Selection of Place for Holding Conven- 
tion in 1916. 

Report of Nominating Committee. 

Election and Installation of Officers. 

Unfinished Business. 

Adjournment. 

Exposition’s Official Reception of the 
National Association of Life Under- 
writers in the Court of the Universe, 
with fitting Addresses by Exposition 
Officials, with responses by Ex-Presi- 
dent Willet and the new President. 

Novel Entertainment Features under 
auspices of the San Francisco Asso 
ciation. 
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Industrial Department 














MAKING THE FIRESIDE CANVASS 





Many Advantages of Seeing Your Pros- 
pect Under These Favorable 
Surroundings 





Says J. E. Scobey, superintendent 
for the Metropolitan Life: 

“It ig recognized that a propitious 
time and place are of importance in 
selling insurance: It is essential not 
only to get your interview, but also 
the undivided attention of your pros- 
pective purchaser. 

“Only recently I accompanied an 
avent to canvass a grocerman who 
held an Industrial policy for a Twenty- 
payment Life contract. The prospect 
admitted his desire for a policy, but 
he had a premium due just then, and 
preferred to wait two months, naming 
the time when he wanted the premium 
on the proposed new policy to become 
due. We told him we could arrange 
that, and immediately began to put the 
questions and complete the application. 
About the time we had the answers to 
three or four questions, a customer 
came in and our prospect left us to 
wait on him. This happened two or 
three times. Finally, Mr. Prospect 
came and said: ‘I don’t believe I 
will complete the application just now. 
Come back at the time I mentioned.’ 
As we left the store, the agent re- 
marked: ‘You would have had that ap- 
plication written, if you had not been 
disturbed.’ But the fact was we had 
not selected the proper time for the 
canvass. The storekeeper was busy. 
That was why we could not then close 
the business. 

“Statisticians figure that five per- 
sons make the average family. There 
is only one place where they can all 
be reached at the one time—the fire- 
side canvassing in the evening in the 
field man knows from experience the 
excellent results obtained from fire- 
side canvassing in the evening in the 
home circle. 

“The fireside canvass enlarges our 
opportunities. If we canvass the head 
of the family only at his place of 
business, we may miss the wife and 
children; the wife for Ordinary or lpn- 
termediate, and the children for Inter 
mediate or Convertibles. 

“The fireside canvass not only en- 
larges production, but makes for a 
more stable quality of business. We 
all know the agent who has persuaded 
the wife to take out a policy without 
consulting the husband. He has never 
been canvassed, the policy has never 
been explained to him. Consequently. 
he thinks the agent has imposed upon 
his wife, and so, after a perfunctory 
discussion, he decides he will discon- 
tinue the policy. On the agent’s next 
visit the wife informs him that she has 
talked the matter over with her hus- 
band, and they have decided to give 
up the policy. There is only one course 
open in such a case—the fireside can- 
vass—when the contract can be prop- 
erly explained, when the amount of in- 
surance needed and the amount that 
can be paid for, may be thoroughly 
discussed. and a mutual understanding 
reached. 

“The same condition is often met in 
the canvass of the head of the family. 
You persuade him that he needs more 
insurance for his wife and children. 
He tells you he will talk it over with 
his wife, and asks you to come around 
and see him to-morrow. You go. He 
tells you he has decided not to apply. 
His wife doesn’t want any more in- 
surance. But he doesn’t tell you why. 
The reason is you have not canvassed 
her, and she does not realize the need 
of the protection of which you have 
canvinced her husband. Consequently, 
the contract is not closed. The fire- 


side canvass would, no doubt, straight- 
en out the matter and clinch business. 

“What superintendent knows how 
much fireside canvassing is actually 
being done in his district?” 


METROPOLITAN’S BIG PAYMENTS 





Bonuses for Six Months’ Period Over 
$3,825,000—Total Payments Amount 
to Nearly $20,000,000 





The payments during the first six 
months of the year by the Metropoli- 
tan Life reach a very large total. Par- 
ticularly are the bonus payments very 
striking, the total bonuses reaching the 
sum of $3,826,250. 

The Company paid $15,333,645.12 in 
death claims; $654,328.26 in mortuary 
bonuses, and $3,172,004.44 in credit bo- 
nuses to industrial policyholders—mak- 
ing a grand total of $19,159,977.82. 





WESTERN RISING STAR 





Missouri State Life Claims to Have 
Youngest Writer of $10,000 Cases 
in Agent Nieburg 





The Missouri State Life would like 
to challenge its competitors to produce 
a younger writer of $10,000 cases than 
Agent Emmons Nieburg of their office 
staff. 

“We take a great deal of pleasure 
and pride,” says the Company, “in an- 
nouncing that Emmons Nieburg, who is 
employed in the renewal notice depart- 
ment, the youngest boy in a clerical 
position in the Company’s office, is as 
alert for apps as any agent in the busi- 
ness. Emmons came to work for us 
two years ago. He was a little fellow 
in knee pants at the time; but he con- 
ceived a great liking for the business 
of selling insurance and soon began 
writing an app every now and then. On 
Thursday last, the day of our opening, 
Emmons scored a big hit, for he closed 
a $10,000 app and turned it in. He says 
he has more on the string, and is as 
enthusiastic as can be over the work 
and so are we. He is a hustler and is 
going to make his mark in the work.” 





CUTTING DOWN AREARS 





Agent O’Rourke Claims That Back 
Calls Are Unnecessary When 
Policyholders are Trained 





George M. O’Rourke, representing 
the John Hancock Mutual Life of Bos- 
ton, at St. Louis, Ill., achieved a rec- 
ord by bringing down arrears from 
around 75 per cent. to 50 per cent. in 
less than two months. Of his work in 
this respect Agent O’Rourke says. 

“In the first place, an agent’s deal- 
ings with people must reflect charac- 
ter. You must have personality and 
be forceful—carry the ‘Punch.’ It is 
most necessary to be punctual and 
regular in your calls. In that way you 
teach the policyholders to expect you 
at a certain time. Back calls, in the 
majority of cases, are unnecessary. 

“Do not fail to tell the policyhold- 
ers each and every week the amount 
due on their insurance. Call their at- 
tention to the clause in their premium 
book, which states that their premi- 
ums are due on Wednesday of each 
week in advance. Impress upon them 
that their policy was sold them with 
that understanding—that the Company 
expects them and you to see to it that 
their premiums are deposited that way. 
It is necessary to convince the people 
that it is you who are in charge of 
your debit, and not the policyholder. 

“In numerous cases the agent per- 
mits policyholders to tell him what 
amount they intend to pay, and fails to 
insist upon their depositing with the 
Company the full amount of premiums 
due. These facts kept in mind by any 
agent, and impressed upon the mind 
of the policyholder, will bring about 
an improved condition on any debit. A 
well regulated debit places the agent 
in a position where the matter of in- 
crease is not a hardship, but a pleas- 
ure, 
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METROPOLITAN LIFE INSURANCE COMPANY 
HOME OFFICE BUILDING 


METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 


PST” 25 ~ Of the People 

The Company By the People 

ae For the People 

The Daily Average of the Company’s 
Business during 1914 was: 

626 per day in Number of Claims Paid 


8,040 per day in Number of Policies 
Issued and Revived. 

$1,708,728 per day in New Insurance 
Issued, Increased and Revived. 

$305,754.00 per day in Payments to 


Policyholders and Addition to Re- 
serve. 


$161,826.87 per day in Increase of 
Assets. 


JOHN R. HEGEMAN, President 











Capital and Surplus........-. 
Insurance in Force. ......2..6-2sesceses ceesceee 
Payments to Policyholders since Organization... 


Is Paying its Policyholders over ........ 





ORGANIZED 1871 


Life Insurance, Company of Virginia 
RICHMOND, VIRGINIA 


OLDEST - LARGEST - STRONGEST 
Southern Life Insurance 


Issues the most liberal forms of Policies from $1,000.00 to $50,000.00 
CONDITION ON DECEMBER 31, 1914; 


Company 


es $11,138,324.57 
eeee : 9,410,670.62 
isdnsnegpatonseveseaees 1,727,653.95 
Sees co cecvseecesesouauess 99,256,046.00 


IED ELM T IOMOE .  15,428,983.48 
-- «see+e-1,250,000.00 annually 


GOOD TERRITORY FOR LIVE AGENTS 








WILLIAM N. COMPTON ° 


General Agent 
Metropolitan District 
St. Paul Bldg., 220 Broadway 
NEW YORK, N. Y. 


DETERMINATION and ENERCY 


never before encountered such OPPORTUNITIES for 


LIVE ACENTS 


as are offered by the Policy Contracts 


THE 







E INSURANCE COM 
OF BOSTON MASSACHUSETTS 








W. D. Wyman, President 





Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 


Berkshire Life Insurance Company 
of Pittsfield, Mass. 
Inc. 1851 


New pelicies with modern provisions 


Attractive lterature 
W. S. Weld, Supt. of Agencies 





JOHN HANCOCK MAN ADVANCED 


Through an unfortunate error in 
The Eastern Underwriter last week, 
Henry G. Wischmeyer, who has just 
been appointed general agent for the 
John Hancock Mutual Life, of Boston, 
for Eastern Iowa with offices at Des 
Moines, was referred to as coming 
from another company. Mr. Wisch- 
meyer has long been an efficient and 
successful representative of the John 
Hancock Mutual Life, being advanced 
to his present position from that of 
traveling auditor of the Detroit Ordi- 
nary Agency of the John Hancock. He 
succeeds John E. Kreh who resigned 
to go into another line of business. 








GOOD PLACES 
For STRONG WORKERS 


Always ready to negotiate with energetic 
men capable of producing paid-for Insur- 
ance in satisfactory volume. 


Much unoccupied and desirable territory. 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
ARTHUR L. BATES, President 


Address: ALBERT E. AWDE, 
Superintendent of Agencies, 
7 W. Madison St., Chicago, Ill. 
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Entered as second-class matter Jan- 
uary 4; 1907, at the Post Office at New 
York, N. Y.; under the act of Congress 
of March 8, 1879, 


THE PSYCHOLOGY OF RATES 

The small town—and some big ones 
—always has a queer idea about under- 
writing costs and the elements that 
go to make the premium rate for fire 
insurance. 

Always the rates are regarded as 
penalties, which may be reduced by 
buying a few lengths of hose and pre- 
sumally quite considerably lessened by 
the addition of a piece of apparatus 
(possibly hand-drawn) to the fire 
department. 

Carried to its logical end, of course, 
it would be possible to eliminate all of 
the penalties, leaving a perfect rating, 
in which case that fortunate commun- 
ity would get its fire insurance for 
nothing. Within the past few days the 
local newspapers of several small cities 
have heralded reductions in rates for 
their communities, their announce- 
ments being based in some cases on 
the most trivial grounds. 

At Johnstown (Pa.) a representative 
of the rating association for that sec- 
tion innocently complimented the fire 
department on its record and immedi- 
ately quite a considerable demand for 
a reduction in the fire insurance rates 
the town. It made no 
place was already 


developed in 
difference that the 
favored with one of the lowest ratings 
in the State. 

At New Brunswick (N. J.) someone 
recalled that the city had been in- 
spected by the National Board of Fire 
‘Underwriters a few years ago, when 
it was severely criticised in several 
vital particulars, notably in respect to 
its fire department. Some improve- 
ments must naturally have been made 
since then, but long before you hear 
about improvements, you are aware of 
a loud agitation for reduced rates. 

The New Brunswick News prints an 
editorial under the heading, “Tell It 
Out,” calling upon the city and the 
Board of Trade in particular, “to urge 
a reduction in insurance rates.” The 
editorial closes with the clarion call, 
“Sound the good news abroad.” 

That this is all anticipating any de- 
cision that skilled fire insurance en- 
gineers might reach on the subject, 
doesn’t bother New Brunswick. It’s 
the psychic effect on the lay mind of 
contemplating a complex fire insurance 
rate. 


FUTURE “EASTLAND” DISASTERS 
Soon after the steamer “Eastland” 
turned on her side in the Chicago 
River the authorities arrested the cook, 
his assistant and some other members 
of the crew. A half dozen investiga- 
tions were started simultaneously, two 
of them of distinctly a political nature. 
It was ascertained without much ques- 
tioning that the tragedy could have 
been averted; that many people had 
been expecting it; the wonder being 
that it had not occurred before. Offi- 
cials winked at neglect of the law, 
ignored the law, just as they have be- 
fore other preventable disasters. It 
is the criminal carelessness that cost 
fifteen hundred lives on’ the “Eastland” 
which will carry many more thousands 
to horrible deaths in the future. It is 
the same sort of carelessness that helps 
pile up the enormous fire waste. Un- 
fortunately, it is an American charac- 
teristic. We are neglectful, sometimes 
good naturedly so. Then comes a 
preventable catastrophe. We _ are 
shocked, and become galvanized into 
electric action, demanding vengeance. 
Time passes, our anger cools, we for- 
get, grow lax and then comes the repe- 
tition. Much of the carelessness is not 
criminal, reflecting simply our habit 
of doing things in a slipshod manner. 
We must do something more than ar- 
rest the cooks if we are to value the 
conservation of human life. 





METROPOLITAN’S NEW CHAPEL 


Corner Stone Laid at McGregor, N. Y., 
By Bishop Weller, in Presence of 
Large Company 


The corner stone of the handsome 
chapel designed in Spanish Mission 
style, which the Metropolitan Life is 
erecting at the Mount McGregor sana- 
torium, was laid this week. The Rev. 
Reginald H. Weller, Bishop of Fond du 
Lac, Wisconsin, and acting bishop of 
Albany conducted the services. 

The chapel is one of a group of four 
buildings now being erected at Mount 
McGregor for the care and treatment 
of the employes cf the Company who 
are sufferers from tuberculosis. Two 
hundred persons gathered at the exer- 
cises from the sanatorium and nearby 
points. They included officers of the 
Company and the staff of the santa- 
torium. 

When the group is completed the 
Metropolitan will have sixteen separate 
buildings where ic will take care of its 
employes who have tuberculosis, free 
of any charge. 





MAKE OFFER FOR TEUTONIA FIRE 


Proposition of Eastern Interests Said 
to Appeal to Management—Up to 
Stockholders 


The Teutonia Fire of Pittsburgh has 
received an offer for the stock control 
of the company, which it is said has 
been regarded favorably by the man- 
agement, and the proposition has been 
presented to the stockholders. 

It is understood that if the sale is 
affected that the Teutonia will be con- 
tinued in business but strengthened fi- 
nancially. It is further reported that 
President C. W. Gerwig and Secretary 
N. A. Weed will continue in their pres- 
ent positions in event of the sale of 
the Company. 

The Teutonia is one of Pittsburgh’s 
oldest fire insurance companies, having 
started business in 1871. It is capital- 
ized at $200,000, and as of January Ist 
last had a net surplus of slightly over 
$1°0,000 and a reserve for re-insurance 
of $623,318. 








JAMES J. HOEY 





James J. Hoey, former second depu- 
ty superintendent of insurance of New 
York, who resigned from that post last 
week to become executive special agent 
for the Continental Insurance Co., was 
presented with a handsome diamond 
scarf pin in a setting surrounded with 
sapphires and also a set of sapphire 
cuff buttons. The gifts were from Mr. 
Hoey’s associates in the insurance de- 
partment with whom he was very pop- 
ular. Daniel Gordan, chief examiner of 
the fire insurance companies, made 
the presentation and expressed the 
good wishes of the staff. 

+ +. - 

William B. Clark, president of the 
Aetna Fire, has been presented with a 
handsome three-quarter length portrait 
of the late Hon. Henry L. Ellsworth, 
mayor of Hartford in 1835, and at one 
time president of the Aetna Insurance 
Company. The painting is the work of 
Charles Noel Flaggand, and is a good 
example of the type of work that has 
gained him such wide recognition. The 
picture will hang in the president’s 
office. Mr. Ellsworth was president of 
the Aetna Fire from 1818 to 1821, and 
was a man of wide knowledge and con- 
siderable prominence. 

- + . 


W. P. Gannett, representing the 
Northwestern Mutual Life, at Provi- 
dence, R. I., has just completed fifty 
years in the life insurance business. 
Mr. Gannett occupies a unique position 
in the business as there seems to be 
no record of any other life insurance 
field man active in the business to-day 
who was selling life insurance fifty 
years ago, and has been selling it con- 
tinuously since. Mr. Gannett has reached 
four-score years, but he is apparently 
just as active as ever and says that 
the only way he takes notice of the 
advancing years is through his record 
and the calendar. Incidentally, Mr. 
Gannett has a large collection of valu- 
able insurance records and _ reports 
which he would like to dispose of. Com- 
plete sets of some of the best Eastern 
State reports, volumes of “Bests” the 
“Courant,” and year books and handy 
guides are among the collection. Mr. 
Gannetts address is the Journal Build- 
ing, Providence, R. I. 

*” * + 


O. B. Ryon, General Counsel for the 
National Board of Fire Underwriters 
has left for Michigan where he will 
spend the month of August. 

* + + 


Henry E. Rees, Vice-President of the 
Aetna of Hartford, will go to the Pa- 
cific Coast this month. 





E. K. Orr, special agent for the Fi. 
delity & Casualty Co., with the genera] 
agency of W. A. Alexander & Co., Chi- 
cago, is one of a considerable number 
of men doing field work in insurance 
who have held high places in other 
branches of the business or profession- 
al world. When Mr. Orr joined the 
Fidelity & Casualty about four years 
ago, he had during the preceding 
twenty years held the positions of 
western manager of the Shelby Steel 
Tube Co., a constituent of the Stee] 
Corporation; president of Brown Bros. 
Co., vice-president of Joliet Rolling 


| Mills Co., and president of the McCler. 


nan Orr Co. Mr. Orr disposed of all 
his outs‘de interests and thereafter 
gave his entire attention to the busi- 
ness of the Fidelity and Casualty Com- 
pany, not confining his efforts to any 
one of its different lines. 

His long experience in placing lia- 
bility insurance for the concerns in 
which he had been previously interest- 
ed, was of immense assistance to him 
in developing a large volume in that 
line; and, as he had been one of a com- 
mittee of five prominent Chicago con- 
tractors which had conferred with ex- 
Governor Deenan’s committee when 
the Workmen’s Compensation ‘bill was 
under consideration, he was thoroughly 
familiar with the important features 
of the compensation laws. 

Mr. Orr has always been a firm be- 
liever in the advisability of insurance, 
at one time carrying personal life in- 
surance amounting to $150,000, and 
accident insurance of $50,000. He is a 
member of the Chicago Athletic Club, 
the South Shore Country Club, and is 
prominent in the work of the Chicago 
Association of Commerce. 


e 2 # 


Robert J. Mix, manager at New York 
for The Prudential, was motoring 
through Oregon on his recent visit to 
the Pacific Coast when he did a very 
characteristic thing. It was a beauti- 
ful Sunday morning and in addition to 
the alluring scenery and being Sunday, 
he had every excuse to forget life in- 
surance. But not Mix—and he never 
hunts for an excuse; he strangles it be- 
fore it can take shape. On this occa- 
sion, Manager Mix’s thoughts turned 
toward life insurance, just naturally. 
Being Sunday he said to himself, “I'll 
try my hand at writing a sermon.” And 
he did; and he called his sermon “Life 
Insurance is a Good Thing—But Montb- 
ly Income Protection is Infinitely Bet- 
ter!” And it’s some sermon—brief but 
full of Mix’s Mustard. 


P. G. Simon, the youthful manager of 
the brokerage firm of S. L. Simon & 
Co. of New York, celebrated his twenty- 
first birthday last week, or at least part 
of it, in a local Municipal Court. Young 
Simon was arrested for speeding, with 
the result that the city is $25 richer 
than when Simon started out to ride 
on Riverside Drive. P. G. ws fined, 
but “Pa” Simon paid. “Joe” Mauntner, 
please note the speed feature. 

* - + 

William F. Murphy, special agent of 
the Casualty Company of America, be- 
came the father of a nine pound boy 
last week, who is now William F., Jr. 
Mr. Murphy, after a four and a half 
years’ service with Gordon, Roberts & 
and was married in November. 
Company of America in October, 1914, 
Company, connected with the Casualty 

. . . 


Wiliis O. Robb, manager of the New 
York Fire Insurance Exchange, will 
spend the month of August at “The 
Glenburnie,” Lake George, New York. 

* * . 

George W. Burchell, vice-president of 
the Queen is away on a motor trip 
through New England. 








August -6, 1916. 


THE EASTERN 


UNDERWRITER 





11 





— 


Fire Insurance Department 


C. H. COFFIN TO HEAD NIAGARA 


COMPANY’S OFFICERS TO RESIGN 








Pres. Herrick, Vice-Pres. Howe and 
Sec’y Dewey to Retire from 
Business 





Charles H. Coffin, vice-president of 
the German-American Insurance Co. is 
to head the Niagara Fire. It became 
known yesterday that all of the senior 
officers of the Niagara who are men 
well on in years, expect to retire from 
business soon and that Mr. Coffin had 
peen selected to head an entirely new 
staff of officers. 


The date when the change will be 
made has not been definitely set but 
plans will be matured before the next 
annual meeting in March. 

Mr. Coffin began his insurance career 
in a local agency in the West, his first 
field work being as special agent for 
the German-American in the South. He 
was called to the home office in 1889 
as assistant secretary and became vice- 
president of the company in 1912. Mr. 
Coffin is one of the most popular men 
in the business and his well merited 
advance will be warmly received by 
the entire fraternity. 





SHOWS PREMIUM DISTRIBUTION 





Continental Prepares Chart Indicating 
How Each Dollar is Divided—State 
Gets Back 83! Per Cent. 





The Continental Insurance Co. has 
prepared a chart showing the distribu- 
tion of each dollar of premium income 
for the year 1914. This chart shows 
that there was paid in the State from 
which premiums were collected, 83% 
cents and there was paid in fire loss 
claims, about 57% cents. 

Commission and brokerage to all 
agents out of each dollar amounted to 
approximately 20% cents. For com- 
pensation of all employes other than 
field men, less than 5% cents; for field 
supervision State and special agents, 


3.22 cents; underwriting profit, 2.48 
cents; unearned reserve, 3.60 cents; 


Underwriters boards, etc., 1.40; rents, 
postage, maps, etc., 2.42 cents; taxes, 
licenses, fees, 3.02 cents, and printing, 
advertising, supplies and legal expen- 
ses 1.04. 

During the past four years there has 
been an increasing proportion of pay- 
ments for claims and at the same time 
the underwriting profit has been much 
reduced. 





ROCKAWAY RIGHTLY RATED 





Application of New Tariff By Suburban 
Fire Insurance Exchange Cor- 
rected Conditions 





Speaking of the tariff for Rockaway 
Beach and section which was recently 
published and applied by the Suburban 
Exchange, John G. Simmonds, suburban 
fire insurance agent with offices at 95 
William Street, New York City, de- 
scribes the improvement in rate con- 
ditions effected thereby as follows: 

“Until the application of the present 
tariff rate by the Exchange, Rockaway 
Beach and the surrounding vicinity was 
badly in need of adequate rates. The 
new tariff provides specific rates for 
every risk based on the condition and 
exposure and does away with the flat 
conflagration rates that have been so 
Severely criticised. To inspect indi- 
Vidually each risk in a locality is an 
expensive procedure but the resulting 
Service has proved to be well worth 
the outlay to the companies.” 





The Liverpool & London & Globe of 
New York has doubled its capital stock 
from $200,000 to $400,000. 


AMER. EAGLE NOW LAUNCHED 





Organization Meeting Held—$1,000,000 
Capital and $1,000,000 Surplus Paid 
in—Same Officers as Continental 





The American Eagle Fire Insurance 
Co. was formally organized at a meet- 
ing held on Monday when the $1,000,- 
000 capital and -$1,000,000 surplus with 
which the company starts business was 
paid in. TheAmerican Eagle as has 
been announced in The Eastern Under- 
writer, is incorporated to take ovér 
the organization of the Fidelity Under- 
writers. It will have the same agency 
organization as the Fidelity Underwrit- 
ers, but offering increased underwrit- 
ing facilities to the field. 

The officers of the American Eagle 
will be the same as the Continental, 
with Henry Evans as president. 





DECISION ON RE-INSURANCE 





Suit of Virginia State Fire In Connec- 
tion With Old American Union 
Contract 





A re-insurance contract is equivalent 
to a policy of insurance, according to 
an opinion handed down by Judge 
Scott of the City Circuit Court of Rich- 
mond, Va., in connection with the claim 
of the Virginia State Fire that it was 
entitled to a lien on a $25,060 deposit 
bond filed with the Treasurer of Vir- 
ginia by the American Union Fire for 
the protection of its policyholders in 
this State. The opinion revises the 
ruling of Commissioner R. E. Peyton, 
contained in a report submitted to the 
court several months ago. 


The case is the outgrowth of a re- 
insurance contract into which the Vir- 
ginia State entered with the American 
Union in June, 1912, whereby the lat- 
ter company agreed to take over the 
Virginia State’s business in Alabama. 
When the American Union failed soon 
afterwards and the Virginia State re 
insured the business in the Globe & 
Rutgers it endeavored to participate in 
the division of the Virginia deposit 
fund of the defunct company, contend- 
ing it came under the class of a resi- 
dent policyholder and was, therefore, 
entitled to a proportionate share of the 
fund just as any ordinary policyhold- 
er of the American Union in Virginia 
would be. 

Altogether Judge Scott recognized 
the Virginia State’s claim to the extent 
of $18,757.07, of which $12,272.40 rep- 
resents unearned premiums on the poli- 
cies in force at the time of the failure 
of the American Union, calculated on 
a basis of 66 2-3 per cent. of such pre- 
miums as per the agreement. The re- 
mainder represents fire losses paid by 
the Virginia State on property which 
had been re-insured in the American 
Union. 

The Virginia State’s original claim 
of $21,176.21 was cut down several 
thousand dollars by a ruling of Judge 
Scott that the company was not en- 
titled to a claim for additional cost of 
re-insuring its Alabama business in the 
Globe & Rutgers after the failure of 
the American Union. 

Although Judge Scott pointed out 
that the Virginia Court of Appeals had 
previously decided a somewhat similar 
case in accordance with his views, it 
is understood that the resisting Amer- 
ican Union policyholders will appeal 
to that tribunal. 

About eighteen months ago the Vir- 
ginia State sold all its outstanding busi- 
ness to the German-American and is 
now in process of liquidation, 





LOSS AT HOGANSBURG, N. Y. 

Watertown, N. Y.—The village of 
Hogansburg suffered a loss estimated 
at $75,000 when a fire swept through 
the place on Tuesday night. 
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A fire insurance policy is 


Ms any’s ability and good intent. 


prestige of a company by the 





te 
v% A. & £E & .- 
7 ’ 
 Y & 


ry <4 
4 kaw, 






ae 
— 


NATIONALUNION 


FIRE INSURANCE Co. 


OF PitrseurRc,.Pa 


service. The quality of that service depends upon the Comp- 


formances and its financial resources. Investigate the scope 
and character of its operations. 
‘a and equipment of its officials, 
i of its directorate. An agent’s position is no less reflected 
by the character of the companies he represents than is the 


The National Union is a service company. 
so through careful selection of its representatives. It has 
survived the most disastrous conflagrations in history, under 
the stress of which it has honorably met every obligation. 
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an agreement which implies 
As to that, look to its past per- 
Refer to the experience 


the personnel and standing 


nature of its representatives. 
It has become 


~ 
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Experienced agents find this Company a valuable asset 


and we welcome correspondence concerning the extension 


of its business. 


SesEseeEi 
PITMAN (N.J.), WATER CUT OFF 


FIRE HYDRANTS DISMANTLED TOO 











Methods Follow Fight Be- 
Borough Council and 
Pitman Water Co. 


Criminal 
tween 





Pitman, N. J., Aug. 3.—Suddenly cut 
off from fire protection by the dismant- 
ling of the fire plugs, Pitman faces a 
risky situation as the result of sensa- 
tional developments in a water rate war 
between the Pitman Water Company 
and Borough Council. 

The disconnection of the fire hydrants 
was started this morning upon the or- 
der of James D. Kelly, president of the 
water company, following his refusal 
to accept a truce proposed by the Coun- 
cil. Water company employes uncap- 
ped the fire plugs street by street, re- 
moving the wrench screw and driving 
in a specially constructed plug, which 
makes the hydrant useless until experts 
put the fittings back in place. 

Water company officials defend their 
stand on the ground that the borough 
failed to renew its contract, which was 
allowed to expire January 1, 1915, be- 
cause a rate of $25 a year per plug 
was felt to be exorbitant and the serv- 
ice inadequate. Mayor C. G. Justice 
had official tests made of the water 
pressure by an engineer from the State 
Board of Public Utility Commission- 
ers. These tests are said to have 
shown the water service to be deficient. 

The water company sent a notice to 
Council at its last meeting, demanding 
$450 for service for the six months, up 
to July 31, threatening with it the ac- 
tion of to -day. 

After president Kelly set his men to 
work to dismantle the plugs, borough 
authorities rushed a petition to the 
Public Utilities Commission, asking 
that the water company be restrained 
from cutting off the water supply. 
Former Senator J. Boyd Avis, of Wood- 
bury, borough solicitor of Pitman, has 


ea bears 7 le a ar 
: SS Qi S > 


ey a) 
4 7] 
pr WE 


WILLIAMSPORT TARDY 


Fails to Act on Recommendations of 
National Board Except in Minor 





Equipment 
Williamsport, Pa.—Engineers of the 
National Board of Fire Underwriters 


after making an inspection of this city 
declared that the recommendations 
they made in May have not been com- 
plied with except in providing minor 
equipment, engine tests and a drill 
school, 

The recommendations made which 
have received the support of the fire 
chief include suitable examinations for 
the different grades of firemen, the ap- 
pointment of an assistant chief and a 
lieutenant for each company, a grad- 
ual increase in the full paid force. 

The installation of the recommended 


fire alarm system is considered very 
important, and speedy action on this 
matter is looked for. Nothing has been 
done to carry out the recommendations 
with regard to the building depart- 


ment, explosives and inflammables and 
electricity. 


8,000 WANT TO BE FIREMEN 

Eight thousand men have filed appli- 
cations with the Municipal Civil Ser- 
vice Commission in New York, for the 
position of firemen. The candidates 
will be put through a medical and phy- 
sical test as soon as the examiners can 
arrange for it. This test must be com- 
pleted in time for the written examina- 
tion which is to take place on Novem- 
ber 16. 


taken up the legal side of the fight for 
the borough. The water company is 
also said to have consulted high legal 
authorities before taking the drastic 
action of shutting off the water. 

The supply of private consumers is 
not affected. 
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“RELC” SYSTEM APPROVED 


GETS LABEL FROM LABORATORIES 








Companies Offer to Co-operate in Se- 
curing Credit in Rates, for its 
Installation 





The Rele Stationary Chemical Fire 
Extinguisher system has been approved 
for label service by the Underwriters’ 
Laboratories of Chicago, as now manu- 
factured by the Ohio Automatic Sprink- 
ler Co. of Youngstown, O. 

Several of the large companies are 
much interested in this standardized 
“Relc” protection and one large com- 
pany has offered the co- operation of its 
field force in bringing the “Relc” equip- 
ment to the attention of rating organi- 
zations for proper credit. 

The Automatic Sprinkler Co. of 
America of 123 William St., New York 
City, which installs all of the equip- 
ment and acts as licensees, submitted 
the system to the Underwriters’ Lab- 
oratories for their approval. 

The “Relc” stationary chemical sys- 
tem connects from its own engine to 
a standpipe and hose system through- 
out a building or plant—also automatic 
sprinklers, using chemicals, in extin- 
guishing fire, instead of water. This 
is the only stationary type of a chem- 
ical fire extinguisher that has ever 
been approved for label service by the 
Underwriters’ Laboratories, and as far 
as our knowledge exists, it is the only 
stationary type of extinguisher that 
has ever been approved by the Undep 
writers of this and other countries for 
rate reduction. 

The new system, as manufactured, 
should meet a long felt want and desire 
upon the part of the insurance com- 
panies and property owners in reduc- 
ing the enormous fire waste that is 
now prevailing. 

There is nothing, within our knowl- 
edge, that has been so neglected and 
so overlooked as the large and unnec- 
essary fire waste in this country. This 
waste comes as near being a direct 
tax upon the property owners as any 
other item of expense, other than di- 
rect taxation. 

While the insurance cost is volun- 
tary upon the part of property owners, 
nevertheless few people acquire prop- 
erty without adding the insurance cost 
and the rate of direct taxation as an 
item of expense in determining the net 
return on the property. 





CHANGE IN CONNECTICUT STAFF 

Hartford, Conn.—T. C. Rothe, who 
has been with the Connecticut Fire In- 
surance Company for the past twenty 
years, has resigned, and will return to 
his former home in Chicago. Since the 
removal of the Western Department of 
the Connecticut to Hartford, a little 
more than a year ago, Mr. Rothe has 
had charge of the statistical depart- 
ment for the Company. When he an- 
nounced his retirement the members of 
the office force presented him with a 
gold watch, while the clerks in his de- 
partment gave him a fob. 

Verne Lindquist, an assistant examin- 
er in the western field of the Company, 
has also resigned and left for his home 
in Chicago. 





SCHOOL STRUCTURE UNSAFE 

Part of the old wooden structure of 
the Erasmus High School, of Brook- 
lyn, will be abandoned for school pur- 
poses. Fire Commissioner Robert 
Adamson, of New York, declared the 
structure to be unsafe and on his rec- 
ommendation the Board of Education, 
has taken this action. 





CAVANAGH & KUHN GET CO. 


Cavanagh & Kuhn of Brooklyn, have 
been appointed agents for the American 
Eagle in the western district of Brook- 
lyn, reporting to A. B. Roome, manager 
of the Long Island field for the Conti- 
nental and Fidelity-Phenix. 


REDUCTION IN JULY FIRE LOSS 





Report of Western Departments Esti- 
“mates Loss Will Be $5,000,000 Less 
Than in 1914 





Chicago, Ill—According to the re- 
port of the Western Departments the 
loss ratio for the month of July was 
very satisfactory to all companies in 
the country except those writing hail 
insurance. It is estimated that the 
losses for the month will amount to 
about $14,000,000 which will be about 
$5,000,000 less than for the same pe. 
riod in 1914. 

The fire insurance losses paid in 
Chicago for the first six months of 
the year are much lower than for a 
number of preceding years. The reduc- 
tion shows a decrease of $900,000 as 
compared with the same period in 
1914. This is partly due to favorable 
climatic conditions, as there has been 
no dry weather. The vigorous prose- 
cution of the firebugs last year also 
had an effect. The Chicago premiums 
are off nearly $500,000 for the same pe- 
riod. The insurance losses paid, ac- 
cording to the records of the Fire In- 
surance Patrol, are as follows: 





1915. 1914. 
ey Sree $618,545 $589,232 
February ....... 614,410 1,386,367 
rae 368,341 260,715 
EE cscedeianus 248,748 474,964 
ME . ociawslawanes 191,539 303,073 
PD  Bincd satan 166,200 231,592 

| $2,207,785 $3,195,945 





SUBROGATION CLAUSE DEFECTIVE 


Improper forms of subrogation mort- 
gage clauses are said to be in use in 
Ohio, several variations of the clause 
being used especially by building and 
loan associations. The question of the 
legality of some of the clauses in use 
was submitted to J. W. Mooney, of 
Columbus, who has given an opinion 
pointing out the defects in the clause 
which it was desired to substitute for 
the New York Standard Policy. This 
opinion has been placed before all of 
the building and loan associations in 
the State. 





REVOKES OHIO AGENT’S LICENSE 


Superintendent of Insurance Frank 
Taggart has revoked the license of 
General Agent J. J. Rockford, of To- 
ledo, who represents a Philadelphia in- 
surance company, for paying money to 
unlicensed persons for soliciting busi- 
ness. Superintendent Taggart claims 
that this is a common practice and 
amounts to soliciting insurance without 
a license. 





The Continental Insurance Co. and 
the Fidelity-Phenix are the latest com- 
panies to be represented in the Collec- 
tive Insurance and Universal Safety 
Exhibit at the Panama-Pacific Exposi- 
tion. 


SYRACUSE FIRM ENJOINED 


SAY EXPIRATIONS WERE RAIDED 
J. C. Butler, Who Bought Out Mc- 
Keough & Dunn, Claims $20,000 
Premiums Involved 





Syracuse, Aug. 5.—A suit involving 


between $15,000 and $20,000 premiums 


is likely to result from the injunction 
secured by James C. Butler against 
the agency of McKeough & Dunn, Inc. 
The injunction restrains the latter 
agency from renewing any policies 
that have expired or will expire since 
they sold out the entire insurance busi- 
ness on their books to the Syracuse 
Fire office, of which Mr. Butler is 
president. 

The order involved policies for resi- 
dential and mercantile risks which 
were taken over by his Company, Mr. 
Butler says, on July 12, together with 
exclusive rights of renewals upon all 
policies. 

Mr. Butler claims that one of the 
conditions of the sale was that the 
firm of McKeough & Dunn would re- 
frain from interfering in any way with 
the property conveyed. He charges 
that this agreement was violated since 
the sale by one of the members of the 
firm, who, he says, has been seeking 
renewals as soon as they become due, 
and writing them. 

The damage already done by the al- 
leged violation has been irreparable, Mr. 
Butler said. He declared that unless 
the injunction was issued at once, the 
loss would be greater to his firm and 
he would have no other redress. He 
has no way of detecting the amount 
of the business already written by the 
former owners, he says, and it is im- 
possible to estimate the losses that 
would accrue to-his firm if the practice 
were allowed to continue. 

A suit to determine the amount of 
the damages, and for a judgment in 
favor of the Syracuse Fire office is also 
started and the papers were appended 
to the application for the injunction. 

The books of McKeough & Dunn are 
held by the purchasers. As soon as a 
policy expired, an agent was sent out 
by the Syracuse Fire office to renew 
that business. He reported in most 
cases that the policy had already been 
renewed. 


—— 





THE COMPANY WITH THE PYRAMID 
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3.303, 575.24 fo _ 972,327.26 
3,367,026.27 | 1,003,255.03 








FIRE INSURANCE Co| 








TOTAL LIABILITIES $3.149, 365.3) 
POLICY HOLDERS SURPLUS $3, 200,713.78 


_4,069.140.67__|_ 1.252. 267.06 
4.310.836 19 | 4287, 058 25 


ee ON” 
4.500.40412 | 1.322.078.14 
4.861. 149. . 1408. $08.08) | 5a 
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FIRST RATING RULES ISSUED 


ON APPLICATIONS FOR RATINGS 








Other Bulletins Will Follow from Time 
to Time Covering Several Titles 
Each . 





As announced in The Eastern Under- 
writer last week the New York Fire 
Insurance Exchange is preparing to 
publish its rating rules and has al- 
ready sent to members the first bulle- 
tin. From the large amount of mate- 
rial that has been prepared during the 
past two years separate bulletins will 
be prepared and sent out from time to 
time, each one covering a few titles 

Bulletin No. 1 deals with applica- 
tions for ratings, when and by whom 
they are to be made, and when not to 
be acted on. The rules covering this 
subject follow: 

Rules on Applications for Rates 

A. A member (or agent) must apply 
for a rating (or re-rating): 

1. When he has bound, or been ap- 
plied to for, insurance on a specifical- 
ly ratable building, or on any tenant 
in such a building, not already specific- 
ally rated. This covers, among others, 
cases of 

(a) new buildings (and-or their con- 
tents) on lots previously vacant, or re 
placing buildings torn down; 

(b) completed buildings rated as in 
course of construction, whether applied 
for to be insured as occupied or un 
occupied; 

(c) new tenants in buildings already 
specifically rated either as occupied or 
unoccupied, unless a general contents 
rate applicable is already outstanding; 

(d) stores-and-dwellings, or apart- 
ment houses (and-or their contents, 
of over 2,500 sq. ft. in area and over 
five stories in height, or of over 4,900 
sq. ft. in area no matter what their 
height; 

(e) stores-and-dwellings, or apart- 
ment houses (and-or their contents) 
applied for to be insured without usual 
occupancy warranties; 

(f) store-and-dwelling (or apartment 
house) contents of a class for which 
no minimum appears in General Mini- 
mum Rates; 

(g) tenants whose occupancy will 
take risk out of branch office class; 

(h) dwellings (and-or their contents) 
applied for to be written as fireproof. 

2. When he has bound, or been ap 
plied to for, an endorsement on a 
policy which would permit any occu- 
pany, or change of occupancy, hazard 
or construction, or give privilege for 
any communication, except where he 
may under the rules compute charge 
for same at his counter. 

(In either of the foregoing cases the 
applying member (or agent) must 
state that he has been applied to for 
insurance or an endorsement covering 
the risk, and specify character of re- 
quest.) 

May Apply for Re-rating 

B. A member (or agent) having a 
line on the risk may apply for a re 
rating in behalf of owner or tenant or 
broker of record 

1. for the correction of any error, 
either in classification or any charge; 

2. for a reduction of exposure charge 
on account of change in exposing risk; 

3. for a reduction because of im 
provements, correction of faults ol 
Management, change of occupancy, or 
removal of “probable occupancy” 
charge. 

4. for a re-rating when survey or oc- 
cupancy report is “old.” (See defini- 
tion of “old” under E 1 of this Bul 
letin.) 

(In such cases the applying member 
(or agent) must state that he is on 
the risk, giving name of his insured 
and, if acting for a broker, name of 
broker and date of schedule held by 
him.) " 

C. A broker of record may apply di- 
rect instead of through a member or 
agent in cases coming under any of 
the subdivisions of Class B above, giv- 
ing name of party for whom he is act- 
ing and giving date of schedule held 


by him or forwarding schedule not 


voided. 


D. A building owner or tenant whose 
name is on rate card or who otherwise 
shows interest may apply direct for a 
re-rating in cases coming under any of 
the sub-divisions of Class B above. 


When Not Acted Upon 

E. Requests for re-rating, even if 
submitted in accordance with the fore- 
going, will not be acted on, or acted 
on only on conditions named, in the 
following cases: 

1. When the survey is “old.” A full 
survey is old, in the case of a build- 
ing rated on either fireproof or non- 
fireproof manufacturing schedule of 
the Exchange, if made more than two 
years before, and in the case of a 
building rated on any other schedule, 
if made more than three years before; 
and an occupancy report or a full oc- 
cupancy report is old if made more 
than six months before; counting in 
each case from the first of the month 
following that in which it was made. 
If full survey is old, no change in rate, 
whether for allowances for improve- 
ments or changes in occupancy, ex- 
posure or hazard, or correction of 
faults of management, will be made on 
request without a full new survey and 
re-rating. If full survey is not old but 
occupancy report (if building rated on 
a fireproof schedule) or full occupancy 
report (if building rated on a non-fire- 
proof schedule) is old, no change in 
rate, except for change in building con- 
struction features, exposure, or fire 
pail equipment, will be made on re- 
quest without a new occupancy or 
full occupancy report, as the case may 
be. 

2. When full survey is not old, and 
the request for new full survey and 
re-rating is not concurred in by build- 
ing owner and all tenants appearing 
on rate card. 

3. When full occupancy (of risk rated 
on a non-fireproof schedule) is not old 
and the request for new full occupancy 
report is not concurred in by all ten- 
ants appearing on rate card. 

4. When rating includes a “probable 
occupancy” charge not yet removable 
and the allowance asked for can not 
be granted consistently with the main- 
tenance of that charge. 

5. Special cases. 

(a) Exposure. When request for re- 
duction of exposure charge is based on 
a change in an exposing building not 
yet included in the rating of the lat- 
ter, action on re-rating of both exposed 
and exposing risks may be delayed till 
advance notice has been sent to all 
parties shown by our records to be 
interested in the latter. When expos- 
ing building has been wholly demol- 
ished or destroyed by fire, rate there- 
on will be withdrawn and exposure 
charge in rating of exposed risk will 
be removed under foregoing provision, 
but both exposed and exposing risks 
will be calendared for re-rating at the 
end of six months. When exposing 
building has been only partially de- 
molished or destroyed by fire, no 
change will be made in exposure charge 
until after repair, occupancy and re- 
rating of exposing building, except by 
special authorization of the manager. 

(b) Smoking charge. This charge 
will not be removed until two ‘unan- 
nounced inspections covering a period 
of six months have confirmed the right 
to removal. 

Ratings Made Without Application 

A. The Exchange will habitually 
rate, on information received, and with- 
out awaiting application, buildings in 
course of construction if they are to 
be fireproof, or if they are exposed 
and are when completed to be specific- 
ally ratable. 

B. The Exchange will, on its own 
initiative, re-rate without application 
any risk previously rated separately 
from or jointly with an adjoining risk, 
when an inspection for re-rating of the 
latter made in due course shows the 
need of a change from separate to joint 
rating, or vice versa. 

Cc. The Exchange reserves the right 
to rate on its own initiative and with- 
out an application, any building (and- 





POTTS ASKS THE IMPOSSIBLE 


DEMANDS 





ILLINOIS OFFICIAL’S 





Rejects Companies’ Reports on Classi- 
fication and Gives Them Till Sept. 
1, to Comply 





Springfield, Aug. 4 (Special).—Su- 
perintendent of Insurance Rufus. M. 
Potts of Illinois, has delivered what 
amounts to an ultimatum to the fire 
insurance companies on the matter of 
supplying information concerning -rate 
classifications. 

Superintendent Potts has rejected 
the reports of the companies which 
have been made to him and has sent 
out notice to the companies that they 
will be given until September 1, to 
comply with the insurance depart- 
ment’s demands. 

It is understood that the companies 
claim that Superintendent Potts de 
mands the impossible. That none of 
the records kept by the companies give 
the information he desires and that 
they could not comply with his de- 
mands within the next thirty days, nor 
within the next thirty months from 
available material. 





CLUB HOUSE RATES TOO LOW 
(Continued from page 1.) 


states his estimate as 2,500. Another 
golf writer of prominence thinks there 
are 5,000. 

It is evident that there are no re- 
liable figures but it would seem that 
for the purposes of this article it is 
fair to estimate that there are not 
exceeding 1,500 clubs in all and that 
the value of club houses and contents 
will not exceed $15,000,000 as an out- 
side estimate. 

Price Collier, in his “England and 
the English,” states that the number 
of golf clubs in England and Scotland 
is about 750 and the value of links and 
club houses $2,635,000. This latter 
should probably be “pounds” and even 
so this would seem to support the 
above as an outside estimate. 

On this basis the record will stand 
as follows: 


Country Club Houses 


Value Bdgs. & Conts. ..... $15,000,000 
Average Annual Losses .... 262,667 
Average Annual Loss Cost . 1.76 
Average Annual Rate Should 
AES ree 3.20 


This rate seems high, but in order 
to get down to what the opinion of 
underwriters thought proper, either 
the losses reported must be cut in two 
or the values doubled, neither of which 
seems reasonable. 

Rating authorities generally seem 
to be awake to the necessity of bet- 
ter rates than formerly prevailed on 
the class—for many associations have 
adopted schedules to be used in de- 
termining rates and these indicate 
from their charges the fact that the 
larger clubs at least may be compared 
to summer hotels in physical hazards; 
for instance, charges appear on the 
schedules for the following features: 

Restaurant. 

Bar. 

Laundry. 

Bowling Alleys. 

Locker Rooms. 

Caddie Rooms. 

Repairing of Golf Clubs. 

The construction is apt to be of a 
light type, with unfinished or with 
painted or varnished surfaces, and 





or contents) of which the full survey 
is old, or the tenants of a building 
rated on a non-fireproof schedule of 
which the full occupancy report is old 
or any tenant of a building rated on a 
fireproof schedule, whose occupancy 
report is old. 

D. Except as stated under A, B or 
C above, the Exchange will not ordi- 
narily make re-ratings when same have 
not been applied for in due course, 
unless re-rating has been ordered or 
rendered necessary by Exchange or 
Rate Committee action affecting entire 
classes of risks. 








readily lends itself to a quick, hot fire, 
while the protection usually is of a 
meagre character, often nothing more 
than chemical extinguishers. The more 
modern of the larger clubs are build- 
ing more substantially and separating 
the hazards, so in time the losses may 
not aggregate the comparatively large 
amounts that these figures show are 
now contributed to our national ash 
heap. 
Record of Club Losses 
GOLF AND/OR COUNTRY CLUBS 





1911 

Watertown, TEGO. sscccccccitececccevcoeed $125,000 

CE, Gh conccecodercocvsccesocesoses 3C,000 

DUG, GME,  socclsonsccscssesesedbes 16,000 

Belmont, BOR. vacdgocded cove dccenstenepes 15,000 

$186,000 

1912 : 

Cohen Gh... ccocvectbncdyess Cov ccneceden ed $ 75,000 
1913 

NE, TROND... ccocesecccssoncsecnsepes $ 60,000 

Scarsdale, N. Y. 


P(A’ divecwiace sdpwerevyeseennee 
Denver, Colo. ..... wee 
Birmingham, Ala. 
*Meriden onn, 
Cleveland, OD 
Buffalo, N. Y. 





SR. TD sndedbehastinasenmeseaceion $150,000 
i Dn, 2, sorttendacccowenteopaaee 50,000 
DR TA avassovvccsccccedeccbsceses 150,000 


NL MEG, iatscsdin es besdeesbebehsibans 
Indianapolis, Ind. 

*Louisville, Ky. .... 
Westfield, Conn. .. 
i, Sh sethedeieiunnssoes Sana 
*Hasbrouck Heights, N. J. ........-se00 











Ree, - TOE, .ccccavnzsercosecncciod $ 60,00 
YACHT CLUBS 

191 
eee, TE, . contendsds secccasdscndee’ $ 10,000 
New York City Coeececovccoccccsccccoccece 100,000 
CambeiGge, BAGS. cccccccccccvcccccccences 10,900 
SS. WE .ceeeurescesobevddecnindacés 40,000 
$160,00 

1912 

None. 


1913 
South Portland, Me. . 
Philadelphia, Pa. 
Brooklyn, N Y. 


. «$ 40,000 





ssining, N. Y. 


Stamford, Conn. 












East Lynn 
Carnegie, Pa. SEOresecoccccccccocecessseees 
Sea Bright 
Minatola, N. J. 
Grand Rapids, 
Chicago, Ill. ... 

Westfield, N. J. -.. 


Tampa, Fila. 

Cincinnati, 

Ithaca, 

Norwich, N. 

Albany, N. Y 

Lowell, Mass 

NE EE: VéReanndsdeqatedscersediiawne’ 

Portland, Me 

DEES WEN evheevaviesechcdeacank<tédenes 

$165,000 

1913 

S.C Wabcackbabecoavsatesteeal $ 50,000 
1914 

CRS. TOME, cetcesccccocsecscsdened $ 18,000 

St. Louis, Mo. ... wwe ‘ 

Manayunk, Pa. 


"Ss eas 
North Providence, 
Warren, Pa. 
SN, Sal ckensaensieer<avec 
Annapolis, Md. 
CEG. Wilks <dnoudseecediccensscchucneosesnte 
Providence, R. I. 


Warren, Pa. 
Woonsocket, 
Waco, Tex. 
Philadelphia, 
ceokuk, Ia. .... 
Lafayette, Ind. 


$ 82,000 
*Losses not Journal of 


Commerce. 


reported in the 





PEOPLES FIRE OF MARYLAND 


Frederick, Md.—At the Peoples Fire 
Insurance Co.’s regular semi-annual 
meeting here this week, John W. Hol- 
ter, president of the Board of County 
Commissioners was elected a director 
of the Company. A semi-annual divi- 
dend of three per cent. was declared. 

According to the semi-annual state- 
ment, the assets of the Company 
amount to $167,037.04 and the surplus 
to the policyholders $131,764.94. 
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NEW JERSEY NOTES 








NEW INDUSTRIES IN NEW JERSEY 





Several Chemical Manufacturing Plants 
Start Since the War—Hazardous 
Class of Risks 





The encouragement furnished by 
European War conditions to American 
manufacturers to enter commercial 
fields formerly dominated by Germany, 
notably in dye stuffs, has manifested it- 
self by construction of two new plants 
within the past few months in the 
State of New Jersey for manufacture 
of analine oil, a base for analine dyes. 

The plants referred to are the Chem- 
ical Company of America located at 
Springfield, Union County, N. J., and 
the Midvale Chemical Company on 
North Side of Bayway, at junction of 
New York and Long Branch Railroad 
at Elizabeth. 

The products of these plants are 
Analine Oil, organic compounds used 
in manufacturing Analine Dyes, Meth- 
ol, Nitro Benzol, Benzine Soap and 
other by-products. 

The raw stocks are nitric and sul- 
phuric acids, hydro-chloric acids, 
benzol, sodium nitrate, caustic soda, 
sulphur, iron filings, stearic acid, and 
olevelaine. The processes consist of 
nitrating benzol by mixing nitric acid 
and benzol in centrifugal mixers, 
cooled artificially. A failure on part of 
cooling equipment produces a distinct 
fire hazard. In the manufacture of 
analine, fine iron filings with water 
and hydro-chloric acid are placed in 
cast iron retort, and mixed by means 
of power driven agitator. The nitro 
benzol is slowly added to above men- 
tioned mixture in retort, and live 
steam injected through perforations in 
arms of agitator. The mixture is 
stirred constantly and nitro  benzol 
added until it no longer volatilizes, 
and then high pressure steam is blown 
in. 

Analine and water distilled over to 
condenser and to settling tank, the 
analine settling at bottom and water 
is drawn off and pumped to boiler 
room, and used again in mixer. The 
analine is distilled, evaporated, filtered 
and iron filing residue removed. Care 
is necessary in separation to prevent 
formation of benzine and ammonia in 
mixer. 

The risks are in continuous opera- 
tion. .As a class they must be con- 
sidered as hazardous chemical manu- 
facture,.and sodium nitrates and iron 
filings should be stored in outside de- 
tached buildings. Various by-products 
are manufactured, notable among 
which is benzine soap. 

The Chemical Company of America 
plant is in operation and contemplate 
the manufacture of picric acid, a high 
explosive base. 

The Midvale plant is now in course 
of erection, and will be in operation 
in about six weeks; the concern hav- 
ing removed to New Jersey from St 
Louis, Ind 

The insurance on the former risk 
is placed by William C. Atwater & 


DEMAND RATE REDUCTIONS 


WANTS COS. TO “MAKE GOOD” 








New Brunswick (N. J.) Was Subject 
of Severe Report by National 
Board Examiners 





New Brunswick, N. J., August 5.— 
The fire insurance companies will be 
called upon to revise rates downward 
in this city as the result of the pro- 
tection which is now provided. The 
defects which were pointed out by the 
underwriters have been remedied and 
it is now up to the companies to make 
good. 





With reference to the above news 
item from New Brunswick it is inter- 
esting to note the defects which were 
pointed out in the last report of the 
Committee on Fire Prevention of the 
National Board of Fire Underwriters 
This report was made in December, 
1909, and summarized conditions at 
New Brunswick as follows: 

“Water supply adequate; available 
at low pressure in sufficient quantities, 
except in some outlying districts. Fire 
department, as a whole, unsatisfac- 
tory; efficiency has steadily decreased 
in past few years. The fire alarm sys- 
tem is very inadequate and is apt to 
fail at any time. Conflagration hazard 
severe in principal mercantile district 
on account of large amount of frame 
construction, numerous shingle roofs, 
many structural weaknesses, narrow 
streets, unreliable fire alarm system 
and volunteer fire department. Manu- 
facturing plants are of mainly good 
construction and private protection is 
good. Residential sections have a 
large proportion of non-combustible 
roof coverings and conflagration haz- 
ard is small.” 

In the Newark Evening Star of 
October 5, 1914, a water famine was 
reported at New Brunswick following 
a draught experienced at that time. 
The above report is six years old, and 
many improvements have doubtless 
been made following National Board 
suggestions. 

The schedule rating office has classi- 
fied New Brunswick as a Class “D” 
town. The method of classification in 
State of New Jersey is filed by Atlee 








Company of Derby and Waterbury, 
Conn. The latter account is under- 
stood to be in hands of Robert L. Pat- 
terson of Elizabeth. 


BUREAU WINS FROM COMMERCIAL 

There has been considerable rivalry 
between the baseball teams of the New 
Jersey Fire Insurance Rating Bureau 
and the Commercial Casualty because 
the team of the Commercial is head of 
the league and has twice defeated the 
Rating Bureau. This week, however, 
the Rating Bureau is celebrating its 
victory over the Commercial last Wed- 
nesday in which the Rating Bureau 
team won with a score of 6 to 0. 
Brown, rating expert, with the Com- 
missioner of Banking and Insurance at 
Trenton, N. J., and the schedule rat- 
ing office maintains a highly efficient 
engineering department which is do- 
ing a very valuable service for munic- 
ipalities throughout the entire State. 
The subject of a regrading should be 
submitted by public officials to that 
office and thereby secure credit for 
completion of improvements, similarly 
as are granted in the case of individ- 
ual risks. 











For The Protection Of Its 
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UNITED STATES HEAD OFFICE . 
Caledonian Building, 50-52 Pine Street, New York 
R. C. CHRISTOPHER, Asst. U. S. Mgr. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 





Capital Stock 
Re-Insurance Reserve 
Reserve for 


NET SURPLUS 


JOHN KAY, Vice-President and Treasurer 
NEAL BASSETT, Vice-President 





Firemen’s Insurance Co., Newark, N. J. 


Statement January 1, 1915 


ee 


ee 


Unpaid Losses and All Other Liabilities 


er 


TOTAL ASSETS .cccccesvccces 


During a successful record of 59 years this Company has paid losses exceeding 


$ 14,000,000.00 


DANIEL H. DUNHAM, pueeiagnt 


ee 


$1,000,000.00 
2,922,524.02 
450,413.57 
2,528,182.77 


$6,901, 120.36 


H. HASSINGER, Secretary 
» &. MELDRUM Assistant Secretary 

















F. H. HAWLEY, Pres. 


ORGANIZED 1848 


< Ohio’s Oldest and Strongest Company 


Net Surplus Over $1,015,000.00 
AN AGENTS COMPANY 


W. E. HAINES, Secy. 





General Agent 


E. K. SCHULTZ 


PHILADELPHIA 


Eastern Pennsylvania, New 
Jersey and New York 


LOGUE BROS. & CO. 


PITTSBURGH 
General Agents 


Western Pennsylvania 























OF NEW YORK. 


Home Office, 








Western Office, 
332 SO. LASALLE ST., CHICAGO. 








Continental Insurance Company 


HENRY EVANS, President. 


80 MAIDEN LANE, NEW YORK. 


These American Companies are “‘ Home Industries.” 


They deserve your support. 





Fidelity-Phenix Fire Insurance Company 


OF NEW YORK. 
HENRY EVANS, President. 


Home Office, 
80 MAIDEN LANE, NEW YORK. 
Western Office, | 
137 SO. LASALLE ST., CHICAGO. 





Fidelity (Fire) Underwriters 


Combined Assets $43,000,032* 
Policyholders Surplus $23,087,709 
“Includes excess deposit of $132,846.22 in Canada and New Mexico 


80 MAIDEN LANE, NEW YORK. 


OF NEW YORK. 


Home Office, 
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BROKERS ACTIVITIES 


Brokers Extending Long Credits 

Competition for business among the 
prokers is taking the form of extend- 
ing credit and some of the little fel- 
lows are beginning to feel the pres- 
sure. With the prevailing scarcity of 
new business the offices are making 
special efforts to hold the lines they 
have and one means of doing this ap- 
pears to be in extending long credits. 

The rules of the New York Fire In- 
surance Exchange compel the settle- 
ment of all accounts with the brokers 
on the tenth day of the second month 
following the month in which the in- 
surance takes effect, otherwise notice 
of cancellation as required by the 
standard policy must be sent immedi- 
ately to the assured direct. Five days 
are allowed following service of this 
notice, when, if the premium is not 
paid, the policy is cancelled. Some 
of the big brokers are able to extend 
credit facilities to their clients and 
in these times of decreasing business 
activities and slow collections this 
credit feature may be made important 
enough to make the small brokers very 
uncomfortable about some of the lines 
on their books. 





Difficulties Blown Over 

Now that a large number of Subur- 
ban agents are in receipt of their first 
contingent commissions from their re- 
spective companies, much if not all of 
the bad feeling that existed on the 
part of quite a few as a result of the 
change that was made in the broker- 
age rule, has practically disappeared. 

It is understood that only about 
twelve agents in the entire Suburban 
field and none of those important, 
have failed to sign the Suburban 
agreement. The companies represented 
in tuese agencies will doubtless be 
called upon to close same if the agents 
continue in their stand. 

Slow Collecting from Peoria 

A number of the offices on the street 
which have had business with the local 
representative of the German of Peo- 
ria, are now complaining of the diffi- 
culty of getting return premiums on 


cancelled policies. When these are 
preserited to the local office, the bro- 
kers are told to send them direct to the 
home office of the company, with the 
explanation that all of the Peoria’s ac- 


counts have been cleaned up with the 
local office. Those who have returned 
policies to the Peoria direct say that 
little attention seems to be paid to the 
transaction and that the company is 
unreasonably slow in paying the return 
premium, 





Simon & Co. Place Film Line 

S. L. Simon & Co., 95 William street, 
are placing the line of the new Ameri- 
can Correspondent Film Co. of New 
York and Stamford, Ct. The studio at 
Stamford carries $30,000 and the studio 
and offices in this city are covered by 
a $10,000 line. S. L. Simon & Co. han- 
dle some large building lines, P. G. 
Simon, who is general manager of the 
firm, having placed as much as $5,000,- 
000 at one time. 


In Bad With Suburban Exchange 


There is considerable interest on 
the Street in the difficulties in which 
a prominent William street agency 


finds itself with the Suburban Ex- 
change. 





Says Companies Violate Rule 
It is reported that certain members 
of the Suburban Exchange have paid 
contingent commissions before the pre- 
Miums for the contingent year were 
Paid to them, which is in violation of 
the ruling of the Executive Committee. 





Henry A. Fiske, of Willcox, Peck, 
Brown & Crosby, is on a pleasure trip 
to the Pacific Coast, to be gone several 
weeks. 


HAIL LOSSES STILL HEAVY 





Terrific Storms in West Disastrous 
for Mutuals Which May Not Be 
‘(Able to Pay Losses 





Late reports from the West show 
no abatement in the heavy hail insur- 
ance losses for the year. In Kansas 
where the storms have been unusually 
severe the effect on mutuals has been 
disastrous. It is estimated that few 
of them will be able to pay the losses 
in full. 

The storms began early this year 
and each one brought a flood of ap- 
plications for insurance. Moreover, 
the farmers, instead of insuring for $5 
and $6 an acre, as usual, have been 
taking the full limit of $12 an acre in 
the first available company, and have 
frequently taken additional policies for 
the full limit in other companies. 

In Kansas the mutuals are prohib- 
ited by law from paying claims until 
August, for fear that the available 
funds might be exhausted by early 
losses. 

Nebraska advices state that hail 
losses in that State are already esti- 
mated at $8,000,000, with insurance 
losses of about $2,000,090. One com- 
pany—the St. Paul Fire & Marine—is 
said to have paid twelve hundred hail 
loss claims in Nebraska during the 
present season. The hail losses in 
Kansas are also very severe and the 
effect upon the Kansas mutuals writ- 
ing hail insurance has been disastrous. 
It is estimated that only a few of them 
will be able to pay their losses in full. 





REVOLUTION IN FIRE FIGHTING 





Advent of Pyrene Marks a New Day, 
Chief Forbush Tells Assembled 
Fire Chiefs 





At the eleventh annual meeting of 
the New York Association of Fire 
Chiefs recently, Chief C. E. Forbush of 
the Peekskill, N. Y., fire department, 
made an address on the progress of fire 
fighting since the early days, and in 
which he told what Pyrene means to a 
fire chief. 

“Very early in the work of Fire 
Fighting,” said Chief Forbush, “it was 
realized that small fires, if promptly ex- 
tinguished, would prevent large fires 
requiring the services of the Fire De 
partment, and besides would prevent 
the destruction of life or property that 
might occur between the discovery of 
the fire and the arrival of the Fire De- 
partment; this period is well named 
‘The Fatal Five Minutes.’” 

After reviewing the different meth- 
ods adopted to extinguish incipient 
fires, Chief Forbush said: 

“At first it was deemed that Pyrene 
was adapted only for the hazardous 
fires in garages, cleaning and dyeing 
establishments, places where volatile 
or inflammable liquids were stored or 
sold, paint stores, drug stores and the 
like, but the tests at the Chicago Labo- 
ratories of the National Board of Fire 
Underwriters demonstrated that while 
Pyrene had the hazardous trades and 
occupations exclusively as its own field, 
it could put out any other kind of a 
fire as well. Pyrene will estinguish an 
electric arc without danger to the user, 
while the use of water or soda and acid 
extinguisher would result in the death 
of the person using the latter.” 





MOTORIZING N. Y. FIRE DEPT. 

The process of motorizing the New 
York Fire Department is progressing 
rapidly. Twenty new runabouts have 
just been added to the equipment for 
the use of battalion chiefs. These run- 
abouts are to cost $423 and it is esti- 
mated they can be maintained for $200 
a year. These cars will take the place 
of horses which have cost the depart- 
ment $300 a year to keep. In Decem- 
ber, 1914, there were 1,167 fire horses 
all of which will be ultimately re- 
placed by motor power. Last year the 
city appropriated $380,000 for motor 
apparatus and it is expected that the 
complete motorization of the depart- 
ment will be accomplished by 1917. 


WRITE CHICAGO SPEEDWAY 





Interesting Line Given to Fred S&S. 
James & Co.—Rate 2 Per 
Cent. 





Chicago, Aug. 5.—A line containing 
some unique features is the new Chi- 
cago speedway here, placed by Fred S. 
James & Co. Everything that can pos- 
sibly burn, including the track itself, 
is insured. The insurance is $100,000; 
the rate 2 per cent. It is a builders’ 
risk coverage. 





INDIANA LOSS FIGURES 





April Shows Greatest Loss This Year— 
Safe “Fourth” Brings Decreases— 
Want Restrictions 





City and town governing boards of 
Indiana are being advised by the State 
Fire ‘Marshal Department at this time 
to take steps toward passing anti-fire- 
works ordinances. Such measures can 
be put into effect without loss to mer- 
chants, following the depletion of stocks 
by sales of July Fourth and before 
new stocks of pyrotechnics are pur- 
chased. The present time for local 
legislation is propitious also, because 
of the usual] aftermath of burns and in- 
juries where the safe and sane senti- 
ment did not prevail. 


A decrease of more than one million 
dollars, in the fire loss for the first six 
months of 1915 against that of a cor- 
responding period of the preceding year 
is the gratifying result shown by the 
compilation of the reported figures in 
the department of the Indiana Fire 
Marshal. 

The loss for the present year, includ- 
ing the last day of June, is $2,488,027. 
That of the first six months of 1914 was 
$3,787,859. The decrease in fire loss is 
$1,299,832. 

July of 1914, with a record loss of 
more than one million dollars, did much 
toward swelling the grand total for the 
year. This year, because of the small 
Independence Day losses in the State, 
the figures for the month probably will 
not prove excessive. April of 1915 
registered the high water monthly 
mark thus far with a loss of $610,927. 





AGENCY APPOINTMENTS IN N. J. 
Atlas Assurance Co.—Chas. Ander- 
son at South River, The South Hud- 
son Real Estate and Insurance Agen- 
cy at Bayonne; Home—Wm. Walser 
at West New York; Concordia—Laz- 
arus and Rickert at Bayonne; Camden 
Fire—Harman R. Sparks at Clayton; 
Northwestern National—Inslee Ran- 
som at Bloomfield; Agricultural—H. H. 
Shepard at South Bound Brook. 





A. K. BOUGHNER & CO. 
INSURANCE AGENCY 
Fire Automobile 
NEWARK AND VICINITY 
Brokerage Business Solicited 


38 Clinton Street 


9s William Street 
Newark, N. J. ‘ ‘ 


New York City 








Are Your Insurance Affairs 
Satisfactorily Handled? 


ARTHUR F. HOUTS & CO., Inc. 


GENERAL INSURANCE 
123 William Street, New York City 


Expert attention to brokerage busi- 
ness and excellent facilities for hand- 
ling insurance anywhere in the 


United States and Canada. 





THE LEADING FIRE COMPANY 
OF THE WORLD 





[of Liverpool England. | 








“STRONG AS THE STRONGEST” 


The Northern Assurance Co. 


(LTD., OF LONDON) 
ORGANIZED 1836 
ENTERED UNITED STATES 1876 
Losses Paid - - $85,000,000 
Losses Paid in U. S. - $28,000,000 
EASTERN AND SOUTHERN DEPARTMENTS 


55 John Street 


NEW YORK CITY 





WESTERN 


Assurance Co. 
OF TORONTO, CANADA 


Fire, Inland Marine and 
Tornado 
UNITED STATES BRANCH 
January 1, 1915 


ED ccvikseapeatirevaatinkented $2,543,973.35 
Se 20 De G ciccecccscvadseses 1,076,347.75 


W. R. BROCK, President 
W. B. MEIKLE, Vice-Pres. & Gen. Man. 





BRITISH AMERICA 


ASSURANCE CO. 


Incorporated 1833 


(FIRE AND INLAND MARINE) 


Head Office, Toronto, Canada 
United States Branch 


January 1, 1915 
RE ctivivcenedieentninen.. wees $1,843,585.14 
Surplus in United States........ 723,432.70 
W. R. BROCK, President 
W. B, MEIKLE, Vice-Pres & Gen. Mer. 





TWO HUNDRED AND SIXTH YEAR 


SUN 


INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STATES BRANCH: 
54 Pine Street - New York 
WESTERN DEPARTMENT: 
76 WEST MONROE ST., CHICAGO. 
PACIFIC DEPARTMENT: 


N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 




















LOGUE BROTHERS & Co. 
307 FOURTH AVE., PITTSBURGH, PA. 


General Agents for Pennsylvania 


REPRESENTING THE 
MICHIGAN COMMERCIAL INSURANCE CO. 
CALIFORNIA INSURANCE CO. 
VIRGINIA FIRE & MARINE INSURANCE CoO. 
NATIONAL INSURANCE COMPANY. 
OHIO FARMERS INSURANCE CO. 
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COTTON WAREHOUSE HAZARDS 


BAD ADVICE FROM COMMISSIONER 








South Carolina Official Urges Cheap 
Construction — Insurance Cost 
Proves This a Wasteful Methcd 





The cotton warehouse risk situation 
is being seriously complicated in South 
Carolina through the policy of certain 
officials in encouraging cheap construc- 
tion. I. G. Hoagland, the fire preven- 
tion engineer has taken this matter 
up and proves by showing the in- 
creased insurance cost, that the so- 
called cheap construction is by far the 
more expensive. In a letter to “The 
Manufacturers Record” on this sub- 
ject, Mr. Hoagland says: 

“In ‘How South Carolina is Ware- 
housing Cotton,’ John L. McLaurin, the 
State Warehouse Commissioner, says 
that he is ‘encouraging each commun- 
ity to build warehouses as cheaply as 
possible.’ He is advising ‘a wooden 
frame with a dirt floor and logs to 
put the cotton on with sides and roof 
of the best quality of corrugated iron.’ 
‘The cost to the farmer for storing in 
one of these warehouses,’ he says, ‘is 
three cents per bale per month to the 
State; insurance and other charges 
we find to average about five cents 
per bale per month; so that eight cents 
per bale per month covers the entire 
cost of such storage.’ The warehouses 
the Commissioner advocates certainly 
are cheap but that they are economical 
is open to question. 

“Assuming the insurance proportion 
of the charges that average about five 
cents per bale per month to be 80 per 
cent. of the amount, the insurance cost 
per bale per month would be four cents. 
To simplify comparison, assume the 
market price of cotton to be ten cents. 
At this price the insurance rate per 
$100 on cotton in one of Mr. McLaur- 
in’s warehouses would be $.96. If he 
gets cotton insured at that rate in the 
sort of warehouse he describes, where 
does he get it? 

How the Cost Figures Out 

“Average rates in unsprinklered cot- 
ton storehouses, the writer learned 
from conservative fire insurance com- 
panies who underwrote this sort of 
risk very cautiously last year ranged 
from $1.75 to $2.25. In Bulletin No. 
216, U. S. Department of Agriculture, 
‘Cotton Warehouses; Storage Facilities 
Now Available in the South,’ the au- 
thor, Robert L. Nixon, Assistant in 
Cotton Marketing, Office of Markets 
and Rural Organization, presents in a 
tabulation average insurance rates in 
different types of warehouses. The 
tabulation shows an average in insur- 
ance rate of $2.70 in the corrugated 
iron type of warehouse. At this rate 
the cost per bale per month would be 
$.1125. The report sets forth the re- 
sults of a careful investigation in all of 
the cotton States. It is significant that 
the author does not seek to encourage 
the construction of cheap warehouses. 
He says of the data in the tables in 
the report that they ‘show clearly that 
it is best to construct standard ware- 
houses and equip them with automatic 
sprinklers. This unquestionably will 
effect a great saving. In Georgia and 
North Carolina, the insurance rate is 
reduced about 80 per cent. by the use 
of sprinklers. It is decidedly interest- 
ing to notice the lower cost of con- 
struction and the lower insurance rate 
on the warehouses belonging to the 
cotton mills in each of the States. 
From this it may be concluded that a 
great saving could be effected by the 
erection and proper equipment of cot- 
ton warehouses conforming to the 
standards promulgated and recommend- 
ed by the underwriters’ associations.’ 





John C. Paige Co. 


INSURANCE 





65 Kilby St. Boston, Mass. 











UNABLE TO COPE WITH BLAZE 





Because of Defective Water Supply— 
Details of Poughkeepsie Lumber 
Loss 
In adjusting the loss resulting from 
the $250,000 fire in the Wilbur Lum- 
ber Yard, Poughkeepsie, N. Y., which 
occurred recently, it developed that the 
reason of the large loss was the totally 
inadequate water supply of the city. 
The water supply was so defective 
that a stream of any consequence could 

not be thrown on the fire. 

The fire department of Poughkeep- 
sie is directly under the supervision 
of Mayor Wilbur, owner of the lum- 
ber yard, and a realization of the defi- 
ciencies of the department was brought 
hom to him as he was forced to watch 
his property being destroyed by a fire 
that a more efficient department could 
have easily controlled. 

The plant was insured for $27,500 
only which covers both the stock and 
the buildings and which was placed in 
the following companies: 

Lumber Underwriters .$20,000 


fae 3,500 
Merchants Fire ....... 1,500 
TORUS FAS vcccisscoss 2,500 


The stock alone is worth $42,183 
while the whole plant is insured for 
something under one-half of its value. 
It is a tctal loss to the insurance com- 
panies. 

It is reported that the meat house 
adjoining the lumber yard, in which 
the fire started, was insured in mutual 
companies, 

The adjusters are of the opinion that 
the fire was of incendiary origin as 
there was nothing to cause a fire on 
the premises. 





“*The public warehouses now in use,’ 
says Mr. Nixon in commenting on the 
plan, equipment, and cost of ware- 
houses, ‘which are equipped with au- 
tomatic sprinklers have cost about $4 
per bale storage capacity and cotton 
stored in those buildings is insured at 
an average rate of about $.25 on the 
$100 per annum.’ This is about one 
cent per bale per month. 
Warehousing Charges 

“*These investigations,’ he continues, 
‘show clearly that the average cost in 
warehouses not so equipped is not very 
much less than $4 per bale storage 
capacity while the insurance rate is 
or much higher comparatively speak- 
ng.’ 

“The cost of insuring one bale of ten 
cent cotton against fire for one month 
in a standard cotton mill warehouse 
would be .0052 cents. The cost per 
bale per month jn the average un- 
sprinklered warehouse in Georgia ac- 
cording to Mr. Nixon’s tabulation 
would be .1125 cents. Mr. McLaurin 
says in his article, ‘The standard ware- 
houses last fall charged as high as 
forty cents a bale a month.’ Last sea- 
son some public warehousemen adver 
tised a flat rate of 15 cents per bale 
per month, covering all costs of insur- 
ance, storage and handling charges.” 














NEWARK FIRE 


INSURANCE CO. 


NEWARK, N. J. 
The Oldest Fire Insurance Company in New Jersey 
INCORPORATED 1811 


Agents Desired at Unrepresented Points 








PROMINENT MEN TAKE PART 


IN WORLD’S INSURANCE CONGRESS 








Fine Array of Speakers Secured—Fur- 
ther Additions to Program for 
Great Meeting 





A notable array of prominent men 
in and outside of the insurance busi- 
ness has been secured for the World’s 
Insurance Congress at San Francisco 
in October. Some of the speakers and 
the general subjects follow: 

October 4th. Opening Day 
Addresses of Welcome: 

Hon. Hiram W. Johnson, Governor of 
California; and Hon. James Rolph, 
Jr., Mayor of San Francisco. 

Response to Welcome: 

Darwin P. Kingsley, President, New 
York Life Insurance Company. 
World’s Insurance Congress Move- 

ment: 

Chas. C. Moore, President, Panama- 

Pacific International Exposition. 
Service Performed by Insurance: 
Hon. J. N. Gillett, ex-Governor of 
California. 
October 5th. Constructive Influence of 
Insurance 
Service Performed by Fire Insurance 
Companies: 

R. M. Bissell, President, Hartford 
Fire Insurance Co. (not final); R. 
W. Osborn, Manager, Pennsylvania 
Fire Insurance Company. 

Service Performed by Surety 
panies: 

Edwin Warfield, President, Fidelity 

& Deposit Company. 
Service Performed by Casualty & Lia- 
bility Companies: 

David Van Schaack, Director, Bureau 

of Inspection & Accident Preven- 
tion, Aetna Life Insurance Com- 


Com- 


pany. 
Service Performed by Life Insurance 
Companies: 
Haley Fiske, Vice-President, Metro- 
politan Life Insurance Company; 


T. L. Miller, President, West 
Coast-San Francisco Life Insur- 
ance Co. 


Service Performed by Marine Insur- 
ance Companies: 
J. B. Levison, Vice-President, Fire- 
man’s Fund Insurance Company. 
The Force of Insurance in Social Econ- 


omy: 
Alvin E. Pope, Chief of Education & 


Social Economy, Panama-Pacific In. 
ternational Exposition. 

October 6th. Associations: The In- 
surance Universities 
International Association of Casualty 
& Surety Underwriters: 

Ed. W. DeLeon, President, Casualty 

Company of America. 
National Fraternal Congress of Amer- 


ica: 
I. I. Boak, Executive Committeeman 
thereof. 
National Association of Life Under. 
writers: 
Charles W. Scovel, ex-President 
thereof. 


National Council of Insurance Federa- 
tion Executives: 
W. S. Diggs, Chairman thereof. 
Association of Life Insurance Medical 
Directors: 
Dr. W. W. Beckett, Medical Director, 
Pacific Mutual Life Ins. Co. 
National Association of Mutual Insur- 
ance Companies: 
J. C. \Adderly, President, Employers’ 
Mutual Casualty Federation of 
America. 


October 7th. Broadening Social Econ- 
omy Through Insurance 

Life Insurance Institute, Incorporated: 

EK. E. Rittenhouse, President thereof, 
A Prominent Department Store: 

Arthur Hawxhurst, Insurance Man. 
ager of Marshall Field & Company. 

American Institute of Electrical En- 
gineers: 

John A. Britton, President, Pacific 
Gas and Electrical Company. 

American Bar Association: 

Arthur I. Vorys, Insurance Attorney. 
October 8th. Present Problems & 
Future Contingencies 

State Supervision: 

T. W. Blackburn, Secretary, Ameri 

can Life Convention. 
Taxation for Revenue: 

Edw. A. Woods, Vice-President, Na- 
tional Association of Life Under- 
writers; and F. Robertson Jones, 
Secretary, Workman’s Compensa- 
tion Publicity Bureau 





H. KRAMER 
ADJUSTER 
FOR INSURANCE COMPANIES 
105 William Street, New York City 

















ASSETS 





ee GE RR odivs cick cadcbececes 
WE. « vibes cdatuaeadelens cde din 
ROBERT J. WYNNE, Pres. 


New York City Agent, 


WM. SOHMER, 75 William St. 
New York City. 


Real Estate (Equity) .............. 
I CUD. Min noe ce's cééwneeee 
Bonds (Market Value).............. 
Cash in Banks and Office ........... 
nee he. ee 


First National Fire Insurance Company 
of the United States 


WASHINGTON, D. C. 


STATEMENT OF CONDITION DECEMBER 3list, 1914 


LIABILITIES 

b's eee $8 254,500.00 | Outstanding Fire Losses ...................8 89,2781 
Abe BFC 3 235,600.00 | Unearned Premium Reserve ................. 244,603.01 

972,966.29 | Acerued Charges on Real Estate............ 18,646.29 
te eeeees | All other Liabilities .............00-.00000-. 8,156.78 
bas oe men 38,387.53 | Capital Stock Fully Paid.........$877,275.00 
ate eae 81,266.65 Capital Stock Partially Paid...... 22,260.70 
Bn a 27,215.03 DEG ow cccscesovashecetesceccse Qa 
se eeeeee 4,692.31 | Surplus to Policyholders ...................$1,308,943.32 
ey $1,614,627.81 | Sn rer 


Brooklyn Agent, 


JOHN E. SMITH, Managing Underwriter 


FRANK ECKEL BECKER, 153 Remsen St. 
Brooklyn, N. Y.. 
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Casualty and Surety News 








FALSE REPORT CAUSES TROUBLE 


FOR NEWARK CASUALTY AGENTS 








Garbled Account of Meeting of Under- 
writers’ Association Has Bad 
Effect on Conditions 





A report circulated from New York 
on July 29 created havoc among vari- 
ous individual members of the Casu- 
alty Underwriters’ Association of 
Northern New Jersey this week. It 
purported to describe the proceedings 
of the meeting of the Association on 
July 21 at which a controversy arose 
which ‘was greatly exaggerated and 
misrepresented. At the meeting a reso- 
lution was adopted that any agent or 
company representative, members of 
the Association, knowing of another 
agent o& company representative, also 
members of the Association, who had 
given or was in the habit of giving 
business to non-conference companies, 
should report the same to the secre- 
tary of the Association who would no- 
tify the home office of the offending 
agent requesting it to take action to 
prevent a repetition of the occurrence. 

Some of the members voted in favor 
of this resolution and others opposed 
it. Those opposing held that circum- 
stances frequently arose in which it 
was necessary for an agent in protec- 
tion of his own interests to place a 
‘line in a non-conference company; that 
it was impossible to enforce such a 
rule and that if it were not enforced, 
some agents abiding thereby and others 
violating it, it would not be an equi- 
table regulation and, unless modified, 
would nullify the usefulness and ob- 
ject of the Association. 

The particular complaint from which 
the controversy arose was against an 
office which is general agent of a con- 
ference company while a partner of 
the same agency individually repre- 
sents an outside company. The ‘Asso- 
ciation as a whole was of the opinion 
that this was a bad practice and ought 
to be discontinued so it wrote to the 
president of the conference company to 
that effect. This was interpreted to 
mean that the Association had asked 
the company to withdraw the agency. 

At this time several agents came out 
in the open and admitted that they too 
had placed business in non-conference 
companies, explaining their reasons for 
so doing. 

The report aforementioned accused 


several company representatives of hav- 
ing admitted at this time that they 
had been a party to this practice. This 


was contrary to fact and resulted in 
their separate home offices having 
called them on the ’phone from Hart- 
ford, Baltimore, New York and other 
cities and demanded an explanation. 

Nine of the Newark agents are known 
to have violated the spirit, if not the 
letter of this resolution and suitable 
action has been taken in each instance. 

Interviews with prominent Newark 
agents this week by The Eastern Un- 
derwriter revealed the fact that the 
whole situation amounted to merely a 
difference of opinion and all agreed 
that it had been greatly exaggerated 
and put in a false light by the report 
published. 





“JITNEYS” BAD UNDERWRITING 





Neither Corporation Owners Nor Indi- 
vidual Operators Favored by 
Some Companies 





The advent of the “Jitney” brought 
a demand for liability insurance from 
these new carriers, but they were met 
generally with little encouragement. 
There are two classes of these risks, 
the corporation owners and the indi- 
vidual operator. Some of the compa- 
nies will write one and not the other, 
while the “jitney” is barred entirely in 
other offices. On this class the Fidelity 
& Casualty Co. says: 

“Proposals for insurance of “jitneys” 
have reached us from various parts of 
the country, some of them represented 
to involve premiums running into 
thousands of dollars. Undoubtedly any 
very considerable premium would rep- 
resent a corporate organization con- 
trolling a large number of vehicles and 
operating in populous centers. We 
cannot view this class of risk with 
favor from an underwriting standpoint. 

“In the smaller towns, where these 
motor vehicles are controlled by indi- 
vidual owners or lessees, it occurs to us 
that there will be little responsibility 
behind the operation of the vehicles, 
and that insurance will be eagerly 
sought by these individual operators 
and probably very easily obtained. But 
it does not seem to us sound under- 
writing to accept any risk where the 
assured has little or no financial stand- 
ing. 

“Our conclusion is, therefore, that we 
will not insure the responsible corpo- 
rate interests operating the “jitney 
buses” in the large cities, nor will we 
insure the individual owner having lit- 
tle or no financial responsibility. While 
this decision may possibly disappoint 
a few of our representatives, we believe 
that the large majority of our general 
agents and resident managers. will 
agree with us that it is the part of wis- 
dom to refrain from covering this class 
of risk.” 





F. & D. BRANCH AT MILWAUKEE 





W. M. Wolff to Be in Charge—Neagley 
& Johnson Still Manage Accident 
and Health Lines 





The Fidelity and Deposit Company 
of Maryland has established a branch 
office at Milwaukee, to handle the State 
of Wisconsin for all lines with the ex- 
ception of accident and health busi- 
aess. The latter department has been 
handled for Wisconsin by Neagley & 
Johnson, managers, and will continue. 

Wm. M. Wolff, who has been asso- 
ciated with the Roger L. Merrill office 
as office manager for a number of 
years, will be in charge of the new 
branch office and will have associated 
with him shortly a man who has made 
a marked success of the development 
of surety and casualty business in Wis- 
censin. 





The Royal Indemnity has appointed 
Davis & Farley of Cleveland, general 
agents for fidelity and surety lines. 
They had represented the Royal for 
casualty business only, but will now 
have all lines. 
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GET CONCESSIONS IN OHIO 


MAY WRITE THREE CLASSES NOW 








Supt. Taggart Concedes Limited Au- 
thority to Companies in Writing 
Liability—To Amend Licenses 





The licenses of the liability compan- 
ies in Ohio will be amended so as to 
permit them to write three small 
classes of risks under the new law. 
This concession was granted by Insur- 
ance Superintendent Frank Taggart on 
the application of the companies. 

The following classes are allowed: 

First, those who have less than five 
employes, and, consequently, are ex- 
empt from compulsory provisions of 
the Workmen’s Compensation Law. 

Second, those who desire indemnity 
against suits based on “wilful acts” 
and failure to comply with legal safety 
requirements. 

Third, those who guarantee to pay 
direct to injured employes. 

Liability insurance companies regard 
the decision as only a partial victory. 

The State Industrial Commission, 
which has charge of the administra- 
tion of the workmen’s compensation 
system, lost its fight to prevent insur- 
ance companies from writing any form 
of liability insurance. Under the ruling 
they will be permitted to continue writ- 
ing policies similar to those they have 
written since the compensation law 
went into effect, but will be barred from 
paying compensation direct to the in- 
jured employe or his dependents. The 
insurance payment may be made only 
to the employer who has been com- 
pelled to recompense the employe in 
accordance with the scale of payment 
provided in the compensation law. 

Superintendent Taggart announced 
he will amend all licenses of liability 
insurance companies to grant this au- 
thority. Heretofore the licenses con- 
tained no specific authority for such 
operations. 

The ruling was given on the applica- 
tion of the London Guarantee & Ac- 
cident, Aetna Life & Travelers Insur- 
ance Cos. for authority to write em- 
ployers’ liability insurance, filed by A. 
I. Vorys, Columbus attorney and former 
insurance commissioner. 

Taggart pointed out that the insur- 
ance department received reports for 
the year ended Dec. 31, 1914, from in- 
surance companies indicating they had 
collected more than $400,000 premiums 
on “workmen’s compensation insur- 
ance.” He suggested this implied the 
department under the former adminis- 
tration did not “require these compan- 


STATE INSURANCE FUND FIGURES 





Nine Months’ Figures Just Prepared 
Showing Premium Income of Mil- 
lion and a Quarter 





F. Spencer Baldwin, manager of the 
State Insurance Fund has made public 
the figures of the Fund for the nine 
months ending March 31, 1915. The fig- 
ures show that the net premiums writ- 
ten to date were $1,229,925.24. The 
total losses paid to date were $89,532.53 
and the reserves set aside for outstand- 
ing losses were $477,592.47. Mr. Bald- 
win said that the reserves have been 
computed according to a method ap- 
proved by the State Insurance Depart- 
ment which has ordered the mutual 
companies writing compensation in- 
surance to compute their reserves on 
the same basis. The catastrophe re- 
serve made up of 10 per cent. of the 
earned premiums was $94,314.53. The 
total net surplus to policyholders was 
$307,452.44, representing 30 per cent. of 
the earned premiums. The loss ratio 
for 9 months was 60 per cent. 

Mr. Baldwin said that the experi- 
ence, as a whole, was regarded as sat- 
isfactory, and is held by the manage- 
ment to indicate that the rates now 
in force are adequate to cover losses, 
provide ample reserve and surplus 
funds and yield substantial surplus to 
policyholders. The ratio of expenses 
to earned premiums was 17 per cent. 





ROADS REJECT COMPENSATION 

The Louisville and Nashville Rail- 
road has followed the example of the 
Southern Railroad and notified its em- 
ployes in Indiana that it rejects the 
new Indiana Workmen’s Compensation 
Law, which goes into effect September 
15. An employer is considered to have 
accepted the provisions of the act un- 
less formal notice is given to the con- 
trary. The contention of the railroads 
is that its employes in Indiana are 
engaged in interstate commerce and 
do not come under the provisions of 
the law. 


ST _ 


ies to refrain from writing this kind of 
insurance.” 

He declared the insurance depart- 
ment can deal with insurance compan- 
ies which violated the authority given 
them, and that the Industrial Commis- 
sion can appeal either to the insurance 
superintendent, attorney-general or 
prosecuting attorneys for relief, if the 
commission’s rules regarding work- 
men’s compensation are violated. 
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WAR CONTRACT BOND BUSINESS 


HOW SUCH BONDS ARE HANDLED 








Need for Careful Scrutiny—How They 
Differ from Other Supply Bonds— 
Their Cost 





The enormous volume of contracts 
for supplies in connection with the war 
in Europe has brought an unforeseen 
demand for contract bonds, as many 
of the foreign buyers demand a bond 
conditioned for the fulfillment of the 
contract. The problems of handling 
these bonds and the conditions sur- 
rounding their execution are described 
in the Monthly Bulletin of the Fidel- 
ity & Casualty Co. 

One considerable class of bonds, it 
is pointed out, present no underwriting 
difficulties and are written freely by 
the surety companies in behalf of expe- 
rienced and _ well-financed principals. 
These are the bonds not involving any 
form of financial guarantee, and con- 
ditioned only for the furnishing of sta- 
ple and ordinary supplies like clothing, 
blankets, boots, etc. These are simple 
supply bonds of the familiar type, and 
differ from similar domestic bonds 
only in the detail that the amount of 
the contract and the corresponding 
amount of the bond are vastly greater 
than usual. 

When Great Care is Needed 

A second large body of bonds guar- 
antee the fulfillment of contracts for 
the manufacture of comparatively sim- 
ple forms of ammunition, or the fur- 
nishing of similar war supplies, not ob- 
tainable from many sources and re- 
quiring special and unusual equipment. 
These bonds are obviously far more 
hazardous than those considered above, 
because the contractor must have ex- 
ceptional experience, skill, and capi- 
tal: also because the manufacturing 
process is subject to disastrous acci- 
dents, and because in the event of de- 
fault the surety may not be able read- 
ily to procure another contractor to 
discharge its obligations under the 
bond. 

A third class of war bonds, the most 
important and the most dangerous of 
all, has to do with munitions, the man- 


ufacture of which is very costly and 
dangerous, highly complex and techni- 
cal, and prudently conductible only in 
a few enormous plants completely 
equipped with the special’ machinery 
required and with an _ organization 


built up through years of experience. 
Contractors of this class, however, ac- 
cepted orders long ago up to the maxi- 
mum capacity of their plants for 
months to come, and many of the prin- 
cipals upon the ‘bonds currently re- 
quired are without experience, with- 
out sufficient capital, and with no plant 
except on paper. 
Citing a Particular Case 

In citing a case in point, the Fidelity 
& Casualty Co.’s underwriter says: 

“The other day we were asked to 
issue a large bond in behalf of two 
gentlemen who had in some way se- 
cured an order to manufacture an im- 
mense quantity of shrapnel. One of the 
two contractors was an attorney of 
high personal and professional stand- 
ing, and the other was a business man 
of good repute; but their combined 
capital would just about stock up a 
general store at Corncob Corner, and 
neither of them could distinguish a 


piece of shrapnel (unless it happened 
to hit ’em) from the parapodium of a 
heteronereid. Their own complete 
ignorance and inexperience they 
thought to be nullified by the fact that 
they had hired as their superintendent 
the foreman of an old and successful 
shrapnel plant; and their lack of capi- 
tal they regarded as offset by the fact 
that the foreign buyer was to advance 
to them as soon as the contract was 
executed one-quarter of the contract 
price. 

“How other underwriters may have 
viewed this particular risk, we know 
not, ‘but we wish that we could act in 
all cases as quickly and confidently as 
we acted here. The foreman may or 
may not know his business, he may or 
may not retain his health, he may or 
may not remain on good terms with 
his employers. The capital advanced 
must all be sunk at once in a plant 
and equipment of slight value for any 
purpose other than the manufactute of 
shrapnel. In the event of trouble of 
any one of the more than fifty-seven 
possible varieties, it is easy to see haw 
far their country-store capital would go. 

Include Financial Guarantees 

“This advance of the contract price, 
in part, by the purchaser to the sgller 
is usually a feature of contracts of the 
class last considered, is often present 
in the second class, and is ceecoaernag 
found even in the simple contracts 
the first class. While under some con* 
ditions the provision may be deemed 
favorable to the surety, in most cases 
it is just the reverse, because the bond 
thus becomes a straight-out financial 
guarantee in addition to the other and 
customary hazards of contract surety- 
ship. In some cases immense amounts 
are thus advanced to the American 
contractor—over twenty million dol- 
lars, for example, in a recent instance. 
The contractor must refund such ad- 
vances, or a proper proportion of them, 
in the event of failure to perform; and 
the surety guarantees that he will 
do so. 

Cost of War Bonds 

“While it is rare, generally speaking, 
for surety companies to charge more 
than Manual rates for their surety- 
ship, it is the rule rather than the ex- 
ception for them to do so in the case 


of war bonds. The companies have 
found little or no difficulty in obtain- 
ing higher rates for these bonds. That 


has been so, partly because the con- 
tractors have recognized the exception- 
al nature of the transactions, and part- 
ly, perhaps, because they have obtain- 
ed a wide margin of profit, and have 
deemed it only fair to compensate 
more liberally than usual the agency 
through whose credit the contract was 
made effective. 

“In one case a contractor who had 
undertaken to supply a foreign govern- 
ment with sixty thousand horses and 
mules at a price of $175 apiece agreed 
to pay his surety a premium of one 
dollar on each animal delivered under 
the contract. Sixty thousand dollars 
might have seemed under normal con- 
ditions a huge premium for the surety- 
ship in question; but the case was one 
involving a financial guarantee on the 
part of the surety, and in addition the 
seller expected to make a profit of 
twenty-five dollars on each animal. On 
this basis, the surety becoming the 
financial backer of the contractor and 
in a way his partner, the premium 
seems fair.” 
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CAN’T WRITE OUTSIDE TERRITORY 





F. & D. Restricts Agents Issuing Polli- 
cies on Risks Not in Their 
Jurisdiction 





As a measure to curtail the practice 
of agents writing business in another 
agent’s territory, the Fidelity & De- 
posit sent the following letter to its 
agents this week. 

Ywing to the extreme confusion and 
dissatisfaction occasioned by the prac- 
tice of agents writing business in the 
territory of another agent, we have 
found it necessary to adopt the follow- 
ing rule applying to casualty business 
only: 

“In cases where an agent has a cli 
ent requiring a policy in the territory 
of another agent, he is to broker the 
business through the executing agent 
in such territory and if any commis- 
sion can be legally paid, the rate of 
commission shall be the regular brok- 
erage rate obtaining in the territory 
of the executing office. 

“The premium is to be paid to the 
executing agent as the home office will 
hold each agent responsible for the 
payment of policies executed by his 
office irrespective of the source of the 
business.” 





HODGKINS TO MANAGE BUREAU 





Massachusetts Compensation Bureau 
Head Has Had Creditable Record 
With Insurance Department 





Lemuel G. Hodgkins, deputy insur- 
ance commissioner of Massachusetts, 
has ‘been elected general manager of 
the new Massachusetts Workmen’s 
Compensation Rating and Inspection 
Bureau. At the final meeting last week, 
Samuel Davis on preliminary ballots 
polled about one-third of the votes, but 
the selection was made unanimous. 

Mr. Hodgkins entered the Massachu- 
setts Insurance Department in 1898 as 
a junior clerk. After two years he was 
placed in the actuarial branch, after 
which he advanced rapidly, becoming 
chief examiner in 1907 and deputy in- 
sv'rance commissioner in 1919. Mr. 
Hodgkins is 38 years old and is a grad- 
uate of Dartmouth College. 





MARYLAND IN WASHINGTON 


Clark, Prentiss & Clark, of Washing- 
ton, D. C., have been appointed general 
agents in the District for the Maryland 
Casualty for all lines. Heretofore the 
firm has represented the Maryland in 
its bonding department only. 





AMERICAN ON CASHIER’S BOND 
The American Surety Co. was on the 
bond of the cashier of the Citizens Na- 
tional Bank of Englewood, N. J., who it 
is claimed left a deficit of $11,000.- 


SUNSTROKE 





A Disease of the Brain—Not an Acci- 
dent—Leading Decision on Subject 
Given 





The leading case on the question of 
whether sunstroke is an “accident” or 
“illness” is an English case decided by 
Chief Justice Cockburn, in which he 
says: 

“* * * we think we may safe- 
ly assume, in the term ‘accident’ as 
so used, some violence, casualty, or 
vis major, is necessarily involved. 
We cannot think disease produced 
by the action of a known cause can 
be considered as accidental. Thus 
disease or death engendered by ex- 
posure to heat, cold, damp, the vi- 
cissitudes of climate or atmospher- 
ic influences, cannot, we think, 
properly be said to be accidental; 
unless at all events, the exposure 
is itself brought about by circum- 
stances which may give it the char- 
acter of accident. Thus (by way of 
illustration), if, from the effects of 
ordinary exposure to the elements, 
such as is common in the course of 
navigation, a mariner should catch 
cold and die, such death would not 
be accidental; although if, being 
obliged by shipwreck or other dis- 
asters to quit the ship and take to 
the sea in an open boat, he 
remained exposed to wet and cold 
for some time, and death ensued 
therefrom, the death might proper- 
ly be held to be the result of an 
accident.” 


This decision has been almost uni- 
formly followed by American courts. 
In discussing the subject Henry C. Wal- 
ters, general counsel of the National 
Casualty Co., said: “It agrees with 
classification made by leading medical 
writers which treats sunstroke as a 
disease of the brain. Sunstroke or heat- 
stroke affects persons frequently dur- 
ing the night. It often results from 
over-crowding in quarters as in the case 
of soldiers in barracks, and persons in 
poorly ventilated rooms. Persons 
whose employment exposes them to 
heat more or less intense, such as laun- 
dry workers and stokers, are apt to 
suffer from sunstroke in hot season. 

“It is clear from the above that sun- 
stroke cannot properly be treated as 
an ‘accident.’ The National, in accord- 
ance with its practice, has adopted the 
language above referred to in its poli- 
cies, so that the policyholder cannot 
misunderstand. The clause contained 
in its accident policies makos clear the 
distinction, and at the same time states 
clearly the condition under which the 
company will assume liability.” 





William F. Martin, general agent of 
the Casualty Company of America, at 
St. Louis, is stopping in New York. 
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The folly of personal 


Folly of surety is constantly .be- 
Personal ing illustrated. Another 
Surety timely example is seen 


in the following story 
from the Syracuse Journal: 

If the city were to receive a sub- 
stantial consideration, Corporation 
Council Stilwell would be disposed to 
hold that in acceptance of that the Com- 
mon Council might act favorably upon 
the petition of Henry F. Dierkes, dep- 
uty city treasurer from 1902 to 1906, for 
a release of the bond he was required 
to give. Under the circumstances, how- 
ever, the opinion Mr. Stilwell sent to 
the aldermen just recently holds that 
Mr. Dierkes and his bondsmen will have 
to wait until the full 20-year period for 
which the bond was written expires. 

There is in this no intimation or sug- 
gestion that the city has any claim 
against the former deputy city treas- 
urer, or his bond. Nothing has been 
discovered to indicate that there were 
any discrepencies during the period 
that Mr. Dierkes was deputy to Frank 
W. Traugott as city treasurer. 

It was held by Justice Andrews in the 
action the city began against former 
Treasurer Allen and others that the 
Common Council has no power to exe- 
cute a valid release of a bond. Conse- 
quently Mr. Stilwell holds that it would 
not be proper for the aldermen to at- 
tempt to release Mr. Dierkes in acting 
upon his petition, although his sureties 
are said to be chafing because of the 
annoyance on account of the bond 
whenever they want to transfer real es- 
tate. The bond is for only $5,000, and 
will become worthless by the operation 
of time in 1922. 

* * ~ 
“There is a business man 
who used to boast of being 
a hard worker,” says J. D. 
Barry of the Pacific Mutual 
Life. “A few years ago he 
had a breakdown. The doctor made 
him take a vacation. When he went 
back to work he fell into the old way. 
A few months later he ‘broke down 
again. This time he was scared. He 
consulted a nerve specialist. ‘The trou- 
ble with you doesn’t come from your 
work,’ said the specialist. ‘There are 
plenty of men who do as much work as 
you do and more and manage to keep 
well. Hard work, in itself, never hurts 
anyone. What does hurt is taking your 
work hard.’ 

“This experience was rather humili- 
ating for this worker. But he had sense 
enough to profit. ‘What do you think 
I'd better do?’ he said. 

“The doctor replied: ‘First, I’d rest 
awhile. Then I’d devote some time to 
developing outside interests. You have 
taken your work so hard you've prob- 
ably destroyed whatever outside inter- 
ests you used to have. After I’d suc- 
ceeded in developing outside interests, 
I would go back to my office. I would 
find the easy way of working. The easy 
Way, you know, is always the best way. 
And, remember, the way of doing a 
thing doesn’t lie in the work. It lies in 
you.’ 


“The man now likes to tell the story 
on himself. He has stopped boasting of 
being a hard worker. He has acquired 
a few human interests. He has learned 
to make his work easy. He is just as 
successful as he ever was, perhaps 
more successful, and he has plenty of 
leisure. Incidentally, he has become a 
much finer human ‘being, broader, more 
social and more likable. For in taking 
his work hard, besides growing narrow, 
he fostered in himself the habit of tak- 
ing everything hard. He even took life 
hard. And, worst of all, he made life 
hard for those about him. 

“I know a man who used to live near 
Hawarden, where Gladstone found di- 
version in chopping down trees. Occa- 
sionally he would call there. He said 
that Gladstone always seemed to have 
Plenty of time to receive visitors, never 
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betraying the slightest impatience at 
intrusion. I asked him if he could ex- 
plain the secret. ‘It was very simple,’ 
he said. ‘In the first place, Gladstone 
was interested in everything he did and 
in everyone he met. No matter where 
he was, he was always getting some- 
thing out of life. So he had a quiet 
spirit and he could go from one interest 
to another without disturbance or flur- 
ry. He never did anything hard.’ 

“The habit of regarding things as 
hard and of taking them hard explains 
much of the sickness and failure about 
us. When a thing is done in the right 
way it is never hard. Those who per- 
form the most efficient service in life 
are not likely to be called ‘hard work- 
ers. Watch them and you will find 
that they do their work easily and con- 
tentedly. Nearly always they have a 
sound mind in a sound body, showing 
that they know not merely how to 
adapt themselves to work, but how to 
adapt themselves to all living”. 

7 on . 

Vice-President Thos. 

A. Buckner, of the 

New York Life, is a 

great believer in large 

cash payments with 
the application. 

“Why not collect more cash with 
order as you go along?” he asks—“Why 
not make it a point each time and more 
and more to strike for some sort of 
settlement in whole or in part at the 
time the application is signed? 

“Then, or at the time of examina- 
tion, is when the prospect is warmest, 
when he is most enthused. It has been 
well said that man is a creature of im- 
pulse, and when this impulse is strong- 
est is the time to get him to bind the 
bargain by some cash with application. 

“This is not a theory. It works out in 
actual practice as the experience of 
many of our best men shows. And it’s 
logieal and only good business. Thus 
you prevent the agent of another com- 
pany from coming in and upsetting the 
transaction. Thus you prevent the man 
himself from becoming lukewarm. From 
talking it over with his wife and de- 
ciding that she needs a new dress or 
a piano, or he a new automobile, and 
that, after all, he guesses his insurance 
premium can just as well wait as not. 

7 . . 


Why Not Get 
More Cash on 
Settlement? 


Cc. L. Sater, of Rock 

C. L. Sater Island, Ill.. the represen- 

on How tative of the Massachu- 

To Succeed setts Bonding & Surcty 

Co., says that the firs‘ 
tip to accident and health agents is to 
study policies carefully. 

Our field of onnortunity is unlimited, 
for every nerson who works for a liv- 
ing (and that includes practically every- 
body) is a prospect for accident and 
health insurance, and no matter how 
bad the general local conditions may 
be, there are always some people who 
are prospering and in position to pur- 
chase our policies. Our main work, 
therefore, is to find these particular 
people and sell them our goods. We 
are, in a sense. hunters and fishers of 
men—successful men—men who are 
able to buy and pay for the kind of 
protection we have to sell. 

It takes time—much time—to do this 
work successfully, and the manner in 
~thich we dispose of our time determ- 
ines the degree of our success or fail- 
ure. We should, therefore. carefully 
“lan our work, and then persistently 
work our plan with energy, enthusiasm 
and determination. No boss stands over 
vs to direct our efforts. nor do we 
work on a time-clock system. As a 
result. many agents waste a very large 
nroportion of their time, and it is only 
the strong-minded men who make 
themselves work eight full hours a day 
who accomplish enduring success. 

My plan is to systematize my work 
with the idea of keeping busy every hour 
in the day. To this end I often special- 
ize my efforts by devoting one month 
to soliciting professional men, such as 


W. E. SMALL 
A Strong Casualty Company 


ACCIDENT PLATE GLASS 
AUTOMOBILE 


Georgia Casualty Company 


MACON, GEORGIA 


Surplus and Reserves over $800,000 


Writes the Following Forms of Casualty Insurance 


BURGLARY 
AGENTS WANTED IN UNDEVELOPED TERRITORY 
Apply PETER EPES, Agency Manager, Home Office. 


President 


HEALTH LIABILITY 
ELEVATOR TEAMS 








HOME OFFICE, 


PLATE GLASS 
PERSONAL ACCIDENT 
AND HEALTH 


R. R. Cornell, Vice-Pres. 


The METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 


CHARTERED 1874 


POLICIES 


EUGENE H. WINSLOW, President 
S. Wm. Burton, Sec. 


RELIABLE AND ENERGETIC AGENTS WANTED 


47 CEDAR STREET 


OF THE MOST 
APPROVED FORMS 


Alonzo G. Brooks, Ass’t Sec. 








HEAD OFFICE 
CHICAGO 


F. W. LAWSON 
Liability, Accident, 
Burglary, Boiler and 

Credit Insurance 


THE SIGN OF GOOD CASUALTY INSURANCE 





Established 1869. 


London Guarantee & Accident Co., Ltd. 


OF LONDON. 


F. J. WALTERS 
Resident Manager 
55 JOHN STREET 
New York 


Elmer A. Lord & Co. 
145 Milk St., Boston 


Resident Managers 
New England 


ENGLAND 








GENERAL ACCIDENT 
FIRE and LIFE 


Assurance Corporation, Limited 
55 John Street, New York 
The Very Best Policies at Reasonable Prices, With Large Assets Behind Them 
ACCIDENT—HEALTH—LIABILITY 
Automobile, Elevator, Teams, Burglary, Workmen’s Compensation, Etc. 
Cc. NORIE-MILLER, United States Manager 


Metropolitan Department, 100 William Street, New York 
New England Department, 18 Post Office Square, Boston, Mass. 








The Oldest Company 


THE NATIONAL OF DETROIT 


The Newest Policy 








Our new “Equity” Policy covers 
every day for illness or accident 





“4 





Premium $1.00 Pe- Month—All Classes 
NEW YORK OFFICE, 100 WILLIAM STREET, W. y. city 











JACKSON & POTTER, Inc. 


1 Liberty Street - - NEW YORK CITY 
General Agents 
PREFERRED ACCIDENT 
ALL CASUALTY LINES 
“*Preferred Service’” 











doctors and lawyers, another month to 
soliciting business men, another to so- 
liciting clerks, stenographers, hook- 
keepers, etc.—the idea being to keep 
myself busy working out a definite plan 
which I have prepared in advance. 

My rule is to consider the past for 
history, the future for promises, and 
the present for action. 


The Employers’ Liability 
Assurance Corporation, Limited 


The original and leading Liability 
Insurance Company in the World 


GIABILITY, STEAM BOILER, ACCIDENT, 
HEALTH, FIDELITY 
AND BURGLARY INSURANCE 


United States Branch 
SAMUEL APPLETON, United States Manage: 


Employers’ Liability Buliding, 
33 Broad Street, Boston, Mass. 


ACENTS WANTED 








THE EASTERN 





UNDERWRITER 





























THE PROGRESS 


THE FRANKLIN LIFE 
INSURANCE COMPANY 





Is Steady Sure Solid 
GOOD TERRITORY FOR RELIABLE MEN 
IN THE 


GREAT MISSISSIPPI VALLEY 


Contracts direct with the Company 
Address, Home Office, Springfield, III. 





——— 





A CORRESPONDENCE COURSE OF 
INSTRUCTION IN LIFE INSURANCE 

















Among the many advantages enjoyed 
by representatives of The Equitable Life 
Assurance Society of the United States 
is a Correspondence Course of instruction 
dealing with the fundamentals of life 
underwriting and the practical side of 
field work. 


While the Regular Course of 27 Lessons 



















OPPORTUNITY: District Agency Open in Prosperous Section 
of Central West. 


BANKERS LIFE COMPANY 


Des Moines, Iowa 








and Official Answers are _ reserved 
exclusively for Equitable representatives, 
the Preliminary Course consisting of 3 
Lessons will be sent to anyone on request. 


Address: 
Correspondence Course Bureau 
The Equitable Life Assurance Society 
OF THE UNITED STATES 
P. O. Box 555 
New York City 






















Capacity For Local Agents 


You can use our capacity as your own to take care of additional business 


beyond the capacity of admitted Companies. 


Our capacity is as high as $150,000 on a single risk with immediate binders 
and 10% commission to brokers. Guaranteed Underwriters. Use our special 
Surplus Line Department. Special liberal policies for Baggage Insurance. 


MARSH & MCLENNAN 


Insurance Exchange, Chicago 
caljornia St. 300 Nicollet Ave. 


19 Cedar St. 
MINNEAPOLIS 


314 Superior St. 
NEW YORK DULUTH 


Ford Bldg. 17 St. John St. 
DETROIT MONTREAL 


THESE OFFICES GIVE YOU THE BEST THERE IS IN INSURANCE SERVICE 


23 Leadenhall St. 
LONDON 





CALL ON COMPTON 








SGA 


The Service Route to Success 


By the Compton way, every client 
becomes a champion of your business 


COME IN AND TALK IT OVER—CALL TO-DAY 
WILLIAM N. COMPTON, General Agent 


E INSURANCE COM iY 
OF BOSTON MASSACHUSETTS 


220 BROADWAY 
PHONE 6030-6031 CORTLAND 


CALL ON COMPTON 


| 





CALL ON COMPTON 











_NOLdWOS NO TIv 





























San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by h2ad 
office in Liverpool 


U. $. Gash Assets, Dec. 31, 1914 $14,783,618.69 
Surplus, 4,822,155.49 
Losses Paid by Chicago Fire, 1871 3,239,491.00 
Losses Paid by Boston Fire, 1872  1,427,290.00 
Losses Paid by Baltimore Fire,1904  1,051,543.00 











Liverpool 

amo Fondon 
ano Globe 
Insurance Co, 










Over $142,000,000.00 


Losses Paid in the United States 










HENRY W. EATON, MANAGER 
G. W. HOYT, DEPUTY MANAGER 


J. B. KREMER, AssT. DEPUTY MANAGER 
T. A. WEED, AGENCY SUPERINTENDENT 















NEW YORK OFFICE 
80 William Street 





CIMICED 
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rl CALL ON COMPTON 


